


ant 
ia 
his 


suit 
hat 
one 
lent 

of 
the 

all 
rri- 


tual 
its 


will 
vho 

$5 
ons 
een 
e at 
ro- 


cal 
ele- 
tiv- 


‘ing 
tual 
1eld 
ele- 
The 

R. 


be- 


rice 
The 
per 
ave 


nan, 
Co., 
rce- 
rers 


ime 
for 
lens 
ver 
to 


and 
wn 
wn 
ire, 


,000 
of 
932, 


ol 


the 
on 
11 
op- 
ved 


ym- 


de- 
ck- 
the 
iC yn 


Try 
un- 
ns- 
lle; 
en; 
tt 


the 
ns- 
en. 
T'S- 


one 








THE AMERICAN |f] TELEPHONE JOURNAL 


Comprising Telephony, American Telephone Journal, Telephone Weekly, Telephone Magazine, Telephone Securities, The Telephone, Sound Waves 
PUBLISHED WEEKLY BY TELEPHONY PUBLISHING CORPORATION 
608 S. Dearborn Street, CHICAGO, Telephone Wabash 8604 











H. D. FARGO, PRESIDENT AND TREASURER 
S. R. EDWARDS. Ep!Iror anp SECRETARY 


H. D. FARGO, Jr., VICE-PRESIDENT AND ADVERTISING MANAGER 
D. C. SORENSEN, WESTERN ADVERTISING MANAGER 





Entered as second-class matter September 4, 1908, at the postoffice at Chicago, Ill., under act of March 3, 1879. 








Volume 104 
Number 9 





CHICAGO, SATURDAY, MARCH 4, 1933 


Subscription — 10 Cents a Copy 
$3 a Year, U. S., Cuba and Mexico 
$4 Canada, $5 Other Countries 











There are approxi- 
mately 2,000,000 less 
telephones in opera- 
tion at the present 
time than there were 
a year ago. This means a great loss of 
gross revenue, the effect of which was not 
fully reflected ini the annual reports of the 
companies for last year. Operating ex- 
penses have been reduced to dangerously 
low levels in efforts to compensate this 
loss but the gap has not been bridged. 

The losses in telephones for the first two 
months of this year, according to early 
reports, are running about the same as for 
the latter months of 1932. In other words, 
the new year has not seen much, if any, 
decrease in the number of station losses. 

Apparently there is a static condition with 
everyone hoping for a change for the bet- 
ter soon. Just what course to follow is a 
question which many telephone managers 
are endeavoring to answer. 

* * x * 

The matter of lowering rates has been 
very carefully considered. Careful analysis 
of situations, and investigations have shown 
that this is not the path to follow. Some 
small companies chose it—and their ex- 
perience has proved that the conclusion 
reached by analysis and investigation was 
correct. Decreased rates do not retain tele- 
phones in service or bring back former 
Subscribers, particularly those on farms. 
their 


telephones thus far, appreciate its value— 


Subscribers who have retained 


and many of these are subscribers of long 


Standing. They are the desirable class of 


Customers so the companies, when a sub- 


Scriber orders out a telephone, make every 


SAVING THE DISCONNECTS: SOME 
THOUGHTS AND SUGGESTIONS 


effort to have it retained in service. A 
subscriber of a large company, desiring to 
have his service discontinued, now has a 
“real fight” on his hands to attain his end, 
especially when his account is in good 
standing. 

Practically every telephone employe, who 
is concerned in the handling of “out” or- 
ders, tries his or her hand at keeping the 
telephone in service—and “the man with 
a screwdriver” is frequently the one who 


is successful in winning the subscriber’s 


consent to a continuance of service. 
* a + *K 

A recent checkup by one company of 
reasons for disconnecting telephones showed 
that of the total number, 10% per cent of 
the disconnects were because of insufficient 
use of the telephone; 35 per cent was due 
to efforts to reduce expenses; 7 per cent 
was due to discontinuing housekeeping or 
business. 

The remainder of the disconnects was 
due to non-payment and miscellaneous 
causes, which could not very well be com- 
batted. However, nearly one-half of the 
disconnects were for reasons against which 
the company could reasonably exert strong 
efforts to overcome. 

*x 1K oo * 

“When a subscriber tells you, ‘We simply 

afford a 


there is no answer to that argument,” said 


cannot telephone any longer,’ 


a manager, “is there? The customer certainly 


should know his own circumstances and 


what he can afford 
to spend.” The smart 
salesman, however, 


does not take this 


for a final answer. 

He expresses regret that the customer is 
having his telephone taken out and states 
that the company does not like to lose 
such a good customer. Naturally he asks, 
“What appears to be the trouble that the 
telephone must be taken out ?” and expresses 
a desire to be helpful. 

The replies to this inquiry may indicate 
several causes, such as uncertainty of fu- 
ture income, salary cut or part-time work, 
unemployment, added dependents, mov- 
ing, etc. 

ok 7 * * 

Naturally, if a customer is destitute it 
is unwise to make efforts to retain him. 
The salesman, however, should make cer- 
tain that it is really a case of destitution. 
In such event, an effort is made to assure 
company good will, expressing the hope 
that conditions will change soon and will 
warrant the service again. 

In case of unemployment, it is pointed 
out that the telephone is needed more than 
ever in securing contacts with prospective 
employers and likewise permit them to 
reach persons desiring work when any spe- 
cial jobs may come up. Friends who may 
learn of work to be done might not be able 
to reach him in time to secure it, if there 
is no telephone. The person who, when 
applying for work, can give a telephone 
number, always has the preference. 

If the customer is dubious as to running 
up a bill, it may be suggested that he keep 


the telephone for another month. During 
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that time, it may be the means of a posi- 
tion being secured, or the future may look 
brighter. 

The arguments, in the case of where there 
is a salary cut or part-time work, should 
be along somewhat similar lines with the 
suggestion that the telephone be used to 
obtain odd jobs or other part-time work. 
Suggestions as to definite uses of the tele- 
phone in relieving the customer’s situation 
are always of value in saving disconnects. 

If a family is moving to another city a 
salesman ascertains if all its members are 
going. There may be a possibility that 
some member will remain and, naturally, 
an effort is made to sell him service. When 
families are combining and there is a tele- 
phone at the other location, there is a 
possibility that an extension or an extra 
directory listing may be sold. 

In case of insufficient use for the tele- 
phone, the customer when asked undoubt- 
edly can recall some pleasing experience 
with it that is outstanding in his memory. 
This gives the salesman an opportunity to 
develop the many uses of the telephone for 
household ordering purposes, emergency 
calls at night, pleasure calls, shopping by 
telephone, etc. 

He would stress that a person without a 
telephone in his home makes use of his 
neighbor’s telephone or of a pay station. 
Both are inconvenient, for it is necessary 
to go outside his home to make the calls, 
in addition to the lack of having incoming 
calls and the name listed in the directory. 
The apparent saving of the $2.00 or $3.00 
monthly telephone rental, under these con- 


ditions, is considerably less than that, espe- 
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COMING CONVENTIONS. 

Oklahoma Utilities Association, Hotel 
Biltmore, Oklahoma City, March 7 
and 8. 

South Dakota Telephone Association, 
Hotel Widman, Mitchell, April 5. 

Kansas Telephone Association, Sun- 
flower Hotel, Abilene, April 13 and 14. 

Ohio Independent Telephone Associa- 
tion, Deshler-Wallick Hotel, Columbus, 
April 18 and 19. 

United States Independent Telephone 
Association, Tower Room, Hotel Ste- 
vens, Chicago, IIl., July 11, 12, 13 and 14. 








cially when calls made from pay stations 
at 5 cents a call are also figured. 

Briefly summarized, the appeals to re- 
tain the telephone in service are based on 
loss of protection for family and property ; 
loss of opportunities for finding work; 
loss of time and money; loss of contacts 
with friends and relatives; loss of pri- 
vacy and convenience. 

Suggestions, when all appeals fail, are 
that the customer postpone disconnection 
for another month or until at the end of 
the billing period; talk over the matter of 
disconnection with others in the family. As 
a last resort, the suggestion is made to take 
a lower grade of service where that is 
possible. 

In suggesting that service be retained 
for another month, the customer may be 
asked to: “Try and remember how many 
calls you make or receive that you really 
wouldn’t have wanted to miss, because | 
am sure you'll find that you would miss 
your telephone a great deal. Keep it an- 


other month; then if you feel you cannot 
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keep it any longer, call us and we will do 
whatever you say.” 

Always the salesman expresses appreci- 
ation of the customer’s business in some 
such words as: “You’ve been a customer 
of ours for a long time and we don’t like 
to lose you. We appreciate the business 
you’ve given us in the past, and I hope it 
won't be long before you will be able to 
have a telephone again.” 

“Thank you very much, Mrs. Smith. I’m 
glad to have had this talk with you. We'll 
be glad to serve you any time. I’m sure 
everything will turn out all right and you'll 
want service again soon.” 

* + & ¢ 

While every effort is being made to re- 
tain subscribers, the securing of new sub- 
scribers should not be neglected. There 
are always persons who should have tele- 
phones and who can afford them. It is a 
matter of the telephone man or woman 
keeping his eyes wide open, and ears also, 
to secure business. 

Probably the qualities most needed at 
the present time in selling efforts, are per- 
sistence and determination. The value of 
these were well expressed by the late Cal- 
vin Coolidge when he said: 

“Nothing in the world can take the place 
of persistence. Talent will not; nothing 
is more common than unsuccessful men 
with talent. Genius will not; unrewarded 
genius is almost a proverb. Education will 
not; the world is full of educated derelicts. 
Persistence and determination alone are 
omnipotent. The slogan, ‘Press On,’ has 
solved and always will solve the problem 


of the human race.” 


Iowa -Talks Over General Conditions 


The 38th Annual Convention of Iowa Independent Telephone Association 
Considered General Conditions Bearing on Telephone Industry — Attendance 
and Interest Compared Well With Other Meetings— Report of Proceedings 


Like other conventions held so far this 
year, that of the lowa Independent Tele- 
phone Association—the 38th annual conven- 
tion—was well attended. The attendance 
showed only a slight falling off from that 
of previous decrease was 
noticeable in the delegations from the larger 
companies, while probably more small com- 
panies sent representatives. 

The convention was held at Hotel Fort 
Des Moines in Des Moines on February 23 
and 24. The program dealt with general 


years. The 


By Stanley R. Edwards 


topics rather than with specific problems of 
a telephone nature. This may be indicative 
of a feeling in the industry that improve- 
ment of conditions depends more upon fac- 
tors outside of the industry than conditions 
within. 

Although the matter of rates did not 
come up in any of the discussions in the 
convention hall, private discussions indi- 
cated that the managers are not considering 
any reductions in rates, feeling that under 
present conditions it is not possible. 


The real reason underlying requests for 
discontinuances of service is that the rural 
patron in most cases is unable to pay the 
rate, be it $1.50 per month or $1.00 per 
month, and a reduction would not enable 
him to retain the service. When the con- 
dition of agriculture improves, the com- 
panies will have no difficulty in selling <ele- 
phone service to the farmers. 

The dependence of the telephone industry 
upon agriculture was vividly brought ov: by 
E. G. Quamme, of St. Paul, in his adcress 
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on the morning of the second day, and it 
was referred to by several other speakers. 

At the Friday morning session these 
directors were relected: George E. Atkin- 
son, Creston; Earle D. Bellamy, Knoxville ; 
J. H. Denkoff, Dyersville; P. C. Holdoegel, 
Rockwell City; Lester D. Meyers, Wood- 
bine. 

At a meeting held after the session, 
oficers were elected as follows: Presi- 
dent, Lester D. Meyers, Woodbine, super- 
intedent, Boyer Valley Telephone Co.; 
vice-president, J. M. Plaister, general man- 
ager and treasurer, Fort Dodge Telephone 
Co., Fort Dodge; vice-president, George E. 
Atkinson, secretary and general manager, 
Creston Mutual Telephone Co., Creston; 
secretary-treasurer, Charles C. Deering, 
Des Moines. 

The First Session. 

The convention was called to order for 
its first session about 10:30 on Thursday 
morning by President H. B. Melick, of 
West Liberty. The first number on the 
program was the presentation of the sec- 
retary-treasurer’s report by Chas. C. Deer- 
ing, of Des Moines. He gave a resume of 
the disbursements and expenses and showed 
the association had a small cash balance 
on hand at the first of the year. 

Mr. Deering then commented upon some 
of the experiences during the past year. 
He stated that the station losses, likewise 
the revenue losses, were high compared to 
previous years and that the toll revenue was 
also down. The companies had practiced 
stringent economies but these do not make 
up for the losses. 

Few companies, Mr. Deering said, had 
made rate concessions. Generally speaking, 
the companies have suffered large losses in 
station revenues and if rates were reduced, 
they could not stand the additional revenue 
losses and keep up their services. He stated 
that the companies which made concessions 
generally did not benefit to any extent as 
a result of these concessions. 

It is difficult, the secretary said, to get 
the company’s message across to the pub- 
lic, but he expressed the opinion that it is 
essential for the company to get as many 
people as possible advised of the actual 
conditions. 

Mr. Deering next gave a detailed re- 
port of matters before the state legisla- 
ture, stating that there is a reflection of 
the rate reduction agitation in the legisla- 
tive bills. 

He referred to bills providing for regu- 
lation by city councils and gave the status 
of several bills that have been presented. 
The matter of physical connection is pro- 
vided for in several bills but it is not ex- 
pected that these bills will go through. An- 
other bill provides for municipal ownership 
of telephone plants but no action has as 
yet been taken on it. 

The report on legislation was by motion 
accepted and placed on file. 

In 1932, Secretary 


Deering reported, 
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17 district meetings were held with a total 
registration of 902. In the 1931 series of 
meetings there was a total registration 
of 1,030. 

In October, 1932, the state highway com- 
mission called a meeting of pole-using com- 
panies and proposed a form of application 
to be used by the companies. It was found, 
however, that this was in reality a con- 
tract by which if accepted, the companies 
would sign away some of their rights. As 

















Retiring President H. B. Melick, of West 
Liberty, in His Annual Address Brought 
Out the Dependence of Industries Upon 
One Another for Their Existence and Pros- 
perity. He Offered Suggestions for Hold—- 
ing the Telephone Business Together and 
Increasing It Whenever Possible. 


a result of the conference the highway com- 
mission is more sympathetic than ever be- 
fore with the problems, of the telephone 
companies. 

President’s Address. 

President H. B. Melick then read his 
annual address as follows: 

“In the early days of humanity the 
world was sparsely settled. There was 
little or nothing of what we know as in- 
dustry and business. People lived off the 
products of nature. There were compara- 
tively few people, so there was a larger 
share for each one. There was practi- 
cally none who depended for his living 
upon what others produced. That was true, 
in a very striking measure, in the days 
when settlers were coming to America. 

The producer was also the consumer. 
There were no factories, no public car- 
riers, no public utilities, but even then the 
same relationship applied in the dealings 
of people with one another. 

The American colonies made a wonder- 
ful degree of progress, in comparison to 
the progress made in industry, government, 
education, and finance by older nations. 
That made by the colonies has been phe- 
nomenal. As many became wealthy, they 
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felt they were becoming more and more 
independent. 

While they were becoming financially in- 
dependent, they were also becoming very 
much more dependent on others because 
life and all lines of industry, manufactur- 
ing, production, and education were becom- 
ing more highly specialized. While peo- 
ple had money, they could buy what they 
needed; those things that they did not 
grow, produce, or manufacture. They had 
to depend on other people to produce those 
necessities. 

Thus they became more and more their 
brother’s keeper if for no other reason 
than because they needed what their brother 
produced. They learned that they could 
not live to themselves alone. This was con- 
stantly demonstrated from the standpoint 
of people securing from others the things 
they needed that they could not produce; 
also, as production increased and those who 
produced must find a market for what they 
had to sell, they were forced to depend 
upon their brothers to be their consumers. 
They could not look only to their own 
things but had to look also to the things 
of others. 

In the last few decades this matter of 
individualism, as applied to the various 
trades, industries, manufacturers and pro- 
fessions, has developed so tremendously- 
and with each one, in the spirit of the 
question, ‘Am I my brother’s keeper ?’—that 
those concerned practically lost sight of 
the fact that not one of them could get 
along without the other. 

To change the tense from the past to 
the present and make it absolutely per- 
sonal: We have been looking so much to 
our own things, regardless of how the other 
fellow was getting along, that we have 
come to this state of industrial, financial, 
and governmental chaos that has all but 
overwhelmed us. 


If agriculture is to prosper, there must 
be other people prosperous enough to buy 
what the farmer produces. If the manu- 
facturer is to prosper, there must be other 
people who are financially able and anxious 
to buy what the factory makes. If the 
merchants are going to prosper the people 
must want what they have, and they must 
also have the money with which to buy 
those goods. 

If the electric companies are to pros- 
per there must be people who desire to 
use electricity and have money to pay fer 
it If the telephone companies are to pros- 
per they must give the kind of service that 
the people desire, and the people must be 
able to pay for that service. 

Am I my brother’s keeper? If I do not 
keep my brother, my brother may not be 
able or willing to help keep me. I must 
attend to my business but at the same time 
I must remember that my brother must 
also get along in his business or soon I wil. 
have no business. 

That is the great underlying fact of 
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human association which the nations of the 
world have not learned as nations. That 
is the most important thing that they must 
see right now and begin to act in that 
way towards one another or else some of 

















Secretary-Treasurer Chas. C. Deering, of 
Des Moines, in His Annual Report to the 
Convention, Referred to Rate Concessions, 
Station Losses, Reduced Revenues and 
Proposed Legislative Bills Affecting Tele- 
phone Companies, as Well as_ District 
Meetings Held by the Association. 


the nations are going to destroy other na- 
tions and, as a result, ruin themselves. 
That is why war cannot be justified by 
Christianity or good sense or good busi- 
While it does, for a time, develop 
a wonderful market for munitions of war, 
it is not a lasting market; and all the time 
it is destroying human beings who are the 
consumers of what the nation produces. 


ness. 


The rule of conduct declared by Christ 
must be the rule of every man’s life in 
religion and in business. 

This association is entering upon its 39th 
year. Let us refresh our minds by reflect- 
ing to the beginning of the telephone in- 
dustry. What was our knowledge of the 
future of our business at that time? Do 
| know the attitude of most of the sub- 
scribers on being solicited as to installing 
a telephone? It was once considered just 
«a mere pastime for the lady of the house 
to pass away a few lonesome and weary 
hours. 

Did we give the industry the proper con- 
sideration and thought? Let me here re- 
late an incident that happened in my own 
community. It came about before I en- 
tered the business : 

Some person or persons in the organi- 
zation suggested that the rural and city 
lines be metallic. This was done, and upon 
completion they were pronounced the best- 
built lines in the state. 


A few weeks ago I had occasion to talk 
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with the man who was responsible for that 
construction. I asked him why the lines 
of this plant were constructed of a metallic 
nature, when those in most of the cities 
and towns were built of less costly con- 
struction. This was his answer: ‘We 
thought we would be able to give better 
service with metallic type of construction 
than with cheaper materials; and would 
also be more free from interference. This 
has proved true.’ 

Of course, we could not advance and ad- 
vance as rapidly as we have in the past 
30 years without making some mistakes, but 
have we tried to profit by our mistakes? 
Have we at all times had in mind the in- 
terest and welfare of the subscriber? Have 
we tried to do the best for his benefit so 
that he may continue to be with us and 
make it possible for us to remain in busi- 
ness ? 

On the other hand, have we suggested 
almost any type of service to him upon re- 
quest, thinking of him only as an added 
subscriber to our exchange? 

I have found it very difficult to change 
a subscriber to a different type of service, 
especially if it means an outlay of more 
money each month. We are the people 
who are in the telephone business, and it 
is up to us to see that the subscribers get 
the right type of service. Our road would 
not be half so hard to travel if we had 
given this more careful attention. 

Let us not think and talk too much of 
the past but look more towards the fu- 
ture. Our business is one of the most 
firm of any industry today. Let us as 
telephone men try and keep it on the same 
high standard. 

We, as individuals, think our problems 
are the hardest. I am reminded of the in- 
cident that happened in a certain commu- 
nity: In this district the people agreed to 
bring together all of their troubles and 
place them in one pile, each to be labeled. 
In turn, each person was to go to the pile 
and take his choice of the troubles. Upon 
making an examination, each one went 
away with the same trouble that he had 
brought. 

How many of us wish to exchange places 
with our neighbor? Not that his business 
is so much worse, but ours withstocd the 
storm of depression exceedingly well. To 
be sure, we, as telephone men who repre- 
sent many different companies, have had 
losses. Has this business lost anything that 
it cannot regain as conditions improve? 

Take, for example, the banking business 
of this country. What will have to take 
place before it will be on a sound basis and 
the public regain their confidence to the 
extent that the banks will again be pros- 
perous? I say this with all due respect 
to the banks of our country. There is no 
person who would like to see them get 
back to normal better than I. 

You may ask me: ‘What can we do as 
individuals to hold our business together 
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and, in some instances, increase it?’ That 
is a very hard question to answer at this 
time. The same thing may be asked your 
merchant. 

First, a general survey must be made 
and every phase of the service must be in- 
vestigated to the extent that all leaks are 
curtailed. This was done in our plant, and 
I must say that I was greatly surprised 
at the amount our company was able to 
save and still not work a hardship on any 
of the employes of the organization. 

One of the first things to be done was 
the abandoning of the annual trip of the 
manager and his family to the lakes of 
Minnesota for a few weeks of quiet rest. 
Another was the curtailing of the annual 
vacations of the older employes. Why ask 
it, at a time like the past two years, when 
thousands are traveling the highways of 
United States seeking work at any price? 

Second, an additional revenue that has 
been increased in our office is the money 
received from general rings. A _ personal 
interview by some employe of the company 
with your subscribers will increase this 
quite materially. 

Third, as I have before mentioned, make 
a general survey of the entire business of 
your plant. I am sure you will find that 
it will be possible to sell some of your 
subscribers a better grade of service at a 


higher rate. This, in turn, will increase 

















Lester D. Meyers, of Woodbine, Superin- 
tendent of the Boyer Valley Telephone Co., 
Is the New President of the lowa Inde- 
pendent Telephone Association. He Was 
Elected During the Annual Convention. 
your revenue as well as be beneficial to the 
subscriber. 

Fourth, we all have telephones that have 
been removed from service. A number of 
them are in good condition; possibly not 
of the latest type but quite serviceable. 
Why not have your men give them a thor- 
ough inspection as they ccme into the shop. 
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Refinish the cabinets and have all other 
parts retouched. 


Store them in a clean place, and when 
we have calls for orders, we may be able 
to install a set of which we are not 
ashamed. 


There can be no adequate solution to 
the problem of who or what caused the 
depression. It is reasonable to suppose 
that there is as much money in our coun- 
try now as there was before the halt of 
None of it has been burned, 
but much has been withdrawn from cir- 
culation by timid persons. Naturally when 
the public stops buying, business stops pros- 
pering. The telephone industry has not 
escaped the effect of this. On the other 
hand, there has been sufficient income to 
keep heads above water, and wages and 
other obligations have not been seriously 
retarded. Indeed, the telephone business 
has stood bravely and most successfully, 
in the face of unfavorable conditions. 


prosperity. 


Good business can be built securely only 
upon a foundation of high efficiency of 
plant, and dependability and popularity of 
operation. Practice of the Golden Rule 
in public relations and in dealings with 
connecting companies, is a sure guide to 
success. 

We are still a comparatively young in- 
dustry. We have accomplished marvelous 
things in a short time. Through the his- 

















Vice-President Elect George E. Atkinson, 

of Creston, Was Also Reelected a Director 

of the lowa Association. He Is Secretary 

and General Manager of the Creston Mu- 
tual Telephone Co. 


tory of the business we have maintained 
an organized front that has been and will 
continue to be our salvation. 

We must all give and take in order to 
achieve concerted action towards the goal 
of prosperity. To wait for others to do 
it, or for legislation to dig us out, is just 


SO much time lost. Business will eventu- 
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ally return to normal, and the sooner we 
all quit waiting and doubting, the better 
it will be for our business and our 
country.” 

Before adjourning President Melick an- 
nounced convention committees as follows: 

Nominating: J. M. Mitchell, Toledo; 
C. W. Quillen, Mt. Pleasant and Lloyd F. 
Morrison, Washington. 

Resolutions: J. M. Plaister, Fort Dodge; 
and J. M. Shae, Emmetsburg. 


Borrowed Service. 

“Brings "Em Back Alive” was the title 
of a very clever radio skit written and put 
on by Nelle M. Roberts, of Rockwell City, 
assisted by Edna Lundien, of Manson. 

A number of different characters were 
introduced in this interesting presentation 
which centered on borrowed service and 
the selling of telephones to the borrowers. 
In the course of the various dialogues, all 
of the different purposes for which the only 
telephone in the neighborhood was used by 
the neighbors were brought out. 

Of the many persons who came to bor- 
row the telephone’s use, only a stranger 
paid for the call—the neighbors never of- 
fered to pay even though a small boy of 
the family had to go out in the night to 
summon them. But one after another was 
sold a telephone by his mother, the enter- 
prising chief operator of the local exchange. 

The skit was excellently presented and 
the humor and the many hits together with 
the life-like portrayal of characteristics of 
typical borrowers of telephone service were 
greatly enjoyed by the telephone men and 
women, who highly complimented Miss 
Roberts for her skilful writing of the skit. 


An Electronic Performance. 

A most interesting demonstration, built 
up around the photo-electric cell, was pre- 
sented by B. C. Burden, of Lincoln, Neb., 
transmission engineer of the Lincoln Tele- 
phone & Telegraph Co. Mr. Burden was 
assisted by Mark Bullock, of Lincoln. 

Stating that he was really presenting an 
electronic performance, Mr. Burden drew 
attention to a chart showing the various 
wave frequencies from about 100 up to the 
cosmic rays. He gave a brief but very 
clear explanation of the different rays and 
the progress which has been made in the 
past few years in utilizing them. 

A most interesting part of the demonstra- 
tion was that of a short-wave set, called a 
transceiver—a portable combination radio 
transmitter and receiver. In the course of 
this demonstration, Mr. Bullock left the 
convention hall and entered the elevator. 
His comments as the elevator went up and 
down were clearly received by those in the 
convention hall, as were his answers to 
questions asked by Mr. Burden. 

A robot or mechanical man turned on 
the lights of the room, also green, white 
and red lights and rang a bell at request, 
all being done by means of a voice-operated 
relay. 

The photo-electric cell was next demon- 
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strated and this included narrowcasting by 
which the human voice and music were 
transmitted over a beam of light.  Inter- 
ruption of the beam of light by the hand or 


body stopped the narrowcast. The opera- 

















J. M. Plaister, of Fort Dodge, Was Re- 

elected a Director of the lowa Associa-— 

tion at the Annual Convention and Elected 

a Vice-President. Mr. Plaister Has Been 

Active in State Association Affairs for 
Many Years. 


tion of burglar alarms, direction of motor 
traffic, etc., were demonstrated as practical 
uses of the photo-electric cell. 

The audience was greatly interested in 
the excellent presentation given by Mr. 
Burden, who through his various demon- 
strations, brought out some of the practical 
values and utilization of the newly-develop- 
ing electronic art. 


Annual Dinner Dance. 
The annual dinner held on Thursday 


evening was largely attended; in fact, there 
were less than a dozen fewer in attendance 
than at last year’s affair. The entertainment 
feature was eliminated and, following the 
dinner, dancing was enjoyed by a large 
number. 


National Affairs. 
The first speaker presented by President 


Melick at the Friday morning session was 
F. B. MacKinnon, of Chicago, president, 
United States Independent Telephone Asso- 
ciation. Mr. MacKinnon pictured his im- 
pression of conditions in Washington as re- 
vealed during a recent visit. He stated that 
the leaders there are uncertain and are 
grouping around, and that selfishness enters 
into the situation. 

The telephone industry, he stated, is con- 
fronted with legislation for consolidation of 
departments and Representative Rayburn, 
of Texas, is setting up a program to be 
carried out at the next session of Congress. 
This program includes a proposed power 
and communications commission. 

Mr. MacKinnon gave as his own view- 
point of the proposed communications com- 
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mission that it should have to do with those 
telephone companies operating in more than 
one state; that is, with holding ccmpanies 
and operating companies which have ex- 
changes or lines in more than one state. He 
expressed his opinion that the industry 
should work toward that kind of federal 
regulation. 

He declared that there must be a stop to 
regulating in detail and that business should 
be allowed to work out things in its own 
way. The legislator proposers do not know 
the industry they want to regulate, and they 
do not know how good a job is being done 
by the industries themselves. 

“We know we are doing a gcod job,” 
said the speaker. ‘We are furnishing a 
good, efficient service to the public, by men 
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interested and enthusiastic in doing it in 
their own individual way. Let us go as far 
as we can in showing the public what a 
good service we are giving and what a good 
job we are doing.” 

“Tt seems to me,’ he continued, “what 
we should do is to organize our forces for 
a spring drive; go over our forces, look 
over former subscribers and organize for 
a new drive for business. 

“Whenever we stop, we go back. A five- 
day or a four-day week is bad for the 
morale. Get employes enthused over a 
spring drive. With spring coming, we all 
feel more hopeful. So let’s get together 
and make a complete canvass of our terri- 
tories. Put new life into the industry and 
let the public know that the companies are 


What Operators Want to Know 


Routine for Handling a Collect Person-to-Person Call Where 
the Called Party Is Not There, a Report Charge Is Paid and 
Later the Call Is Completed from Another Telephone—No. 88 
By Mrs. MaymMe WorkKMAN, 
Traffic Supervisor, Illinois Telephone Association, Springfield, III. 


Sometimes a customer places a call at 
one station and later talks from another 
station. If a call is placed from a pay 
station as a collect person-to-person call 
and a report charge is collected, and later 
the call is completed from another station, 
the operator proceeds as though the report 
charge had not been collected, and at the 
end of conversation refers the ticket to the 
supervisor. 

The supervisor will arrange for a refund 
in one of the following ways: (a) If it 
is the custom to make refunds by mail, tell 
the calling party that if he will give you 
his name and address, you will have the 
proper amount mailed to him. Enter on 
the back of the ticket “refund (amount) to 
(calling party) (address),” 
a suitable explanation of 


followed by 
the case and 
your personal number, and refer the ticket 
to the chief operator. 

The chief operator will arrange to have 
a refund made 
instructions. 


with local 
After the chief operator ar- 
ranges for the refund, she enters, “refund 
made” on the back of the ticket, followed 
by her initials in green. She then files the 
ticket. 


in accordance 


(b) 
mediate 


lf the calling party wishes an im- 
refund or if it is the custom 
to make refunds through the proprietor, 
the supervisor will ask him to call the pro- 
prietor to the telephone. When the pro- 
prietor answers she will ask him to refund 
the money, stating that she will arrange 
to have the money returned to him. She 
secures his name and address, enters the 
necessary details on the back of the ticket 
as in the preceding case, and also indicates 
If the name and 
has 

draws a 


that he is the proprietor. 
been 
line 


the calling 
ticket, 


address of party 


entered on -the she 


She then refers the ticket 
to the chief operator. 


through them. 


If the supervisor is unable to arrange 
for a refund of the report charge because 
she cannot secure the name and address of 
the calling party, she will consider the 
amount collected as part of the message 
charge, draw a line through “col” and 
“ves” in the “collect” and “accepted” 
spaces on the face of the ticket; show the 
full number of minutes on the original 
ticket but rate it at the amount of the 
report charge in the “charge” space. 

The supervisor encircles this amount in 
green to call the attention of the rate 
operator to the necessity for writing a 
collect ticket to carry the amount to be 
billed to the called station and writes 
“bill (amount) to (called place) (called 
number)” on the back of the ticket, fol- 
lowed by an explanation of the case and 
her personal number. 

Questions from Illinois Operators. 

1. If a collect person-to-person call is 
placed and the called party is not there, a 
report charge is paid. Later in the day 
the call is completed. How do we refund 
the report charge? 

2. Ifa collect call is placed in an East- 
ern-time territory to a Western-time terri- 
tory at 8:30 p. m., will the party in the 
Western territory receive the benefit of 
the night rate? 

3. Should a subscriber be given a “busy 
report ?” 

4. How many days do you hold an 
“LW” ticket? 

5. When passing toll to distant points, 
through several towns, can we ask to hold 
the line? 

For answers to these questions from real 
Illinois operators, please turn to page 26. 
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going after business, for after all the peo- 
ple must talk. 

We must keep the communication sys- 
tems going, and we must furnish service to 
the best of our ability, each in his territory, 
for every person should have a telephone.” 

“Selling Is Knowing.” 

The next speaker was A. H. Brayton, of 
Des Moines, editor of the Merchants’ Trade 
Journal, who suggested a few things to be 
applied and how to do it. He pointed out 
that extremes are not good for us; that a 
happy medium, neither way up nor way 
down, is much better. 

He declared that everyone is in the 
business of manufacturing and also that all 
are in the business of selling and must do 
a better job than ever before. We must 
manufacture customers and must knew our 
own business today a little bit better than 
ever before. 

Referring to 1931 figures of the United 
States Department of Commerce relative to 
failures, Mr. Brayton said that the greatest 
cause was failure to keep up with the times, 
a simple lack of efficiency. He declared 
that there is always a market for real 
values and that it is important to “know 
your stuff” before you speak. Speaking 
directly to the telephone men he said: “You 
say : ‘You ought to have a telephone.’ Have 
you the reasons? You have to know.” 

No industry receives as much publicity 
as the telephone, declared Mr. Brayton, and 
he quoted from a course of selling by tele- 
phone. “Telephone calls” are now called 
“Sellaphone calls” by merchants. 

“The ‘gimme’ is in direct proportion to 
your ‘lookit’,” he declared. As an illustra- 
tion of this, Mr. Brayton cited a baby ina 
crib. A rattle is held before it and no 
attention is paid to it. It is moved around 
and jiggled up and down, and finally the 
“gimme” comes. It may not work the first 
time but keeping at it finally results in 
“oimme.” 

Of salesmen calling on retailers in s 
months, only 12.7 per cent went back the 
fourth time; and yet, 60 per cent of the 
sales made in that group were made on the 
fifth call or after. 

Mr. Brayton illustrated many of his 
points by up-to-the-minute stories and con- 
vinced his hearers that sales can be made 
by keeping everlastingly at it after learning 
all possible about the product to be sold. 

A New Deal for Agriculture. 

The final speaker on the morning pro- 
gram was E. G. Quamme, of St. Paul, 
Minn., a former president of the St. Paul 
Federal Land Bank. He spoke on the sub- 
ject, “A New Deal for Agriculture; 4 
Plan to Refinance Farm Mortgages.” 

Mr. Quamme stated that we find our- 
selves in a peculiar situation, with most 
of us gasping with surprise at the condi- 
tions. We have to be economists, analyists 
and statisticians so as not to make up ou 
minds on wrong information. There are 
many things that are interesting if true, 

(Please turn to page 33.) 
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lowa Operators’ Traffic Conference 


New Features Made Operators’ Conference During Iowa Convention Unusually 
Interesting—‘‘How to Better the Service’ Was Theme of Conference—Ad- 
dress Discussed in Detail the Promotion of Telephone Sales by the Operators 


\pproximately 50 operators attended the 
two-day traffic conference held in Des 
Moines last week in connection with the 
Jowa Independent Telephone Association’s 
convention. An interesting program was 
presented which included an address, “From 
the Inside Looking Out,” by Clara M. 
Strike, of Newton, traffic supervisor, Iowa 
State Telephone Co. Mrs. Mayme Work- 
man, of Springfield, Ill., traffic supervisor, 
Illinois Telephone Asscciation, spoke on 
the subject, “From the Outside Looking 
In.” 

A “Ticket Demonstration” was given by 
Irene Crosby, of Council Bluffs, district 
trafic supervisor, Northwestern Bell Tele- 
phone Co., assisted by Grace Coan, of 
Denison, district chief operator, Western 
Telephone Corp., and Louetta Stoneburner 
and Dee Spurr, chief operator and assistant 
chief operator, respectively, of the Creston 
Mutual Telephone Co., Creston. 

The Friday morning traffic session 
opened with a discussion led by Margaret 
Rustan, of New Hampton, manager, Iowa 
State Telephone Co., on the subject, “Pro- 
motion of Sales by Operators.” She was 
assisted by Miss Anne Barnes. 

“Three Items That Are Service Build- 
ers” was the subject ably covered by Grace 
Coan. of Denison. Geraldine Cleaver, of 
Anita, chief operator and bookkeeper, West 
Iowa Telephone Co., spoke on “Exciting 
Moments in an Operator’s Life.” “Force 
Adjustment Studies” were covered quite 
thoroughly by L. E. Dresser, of Des 
district traffic superintendent, 
Northwestern Bell Telephone Co. 

An interesting part of the operators’ con- 
ference was the submission of suggestions 
in answer to the question: “How Can We 
Make Our Telephone Service More Valu- 
able, More Popular and More Desirable to 
the People of Our Community ?” 


Moines, 


As a prize for the best answers, Miss 
Anne Barnes, of Des Moines, who con- 
ducted the conference, awarded beautifully 
hand-painted calendars for the year 1933. 
The cover of the calendar was decorated 
with the various designs in colors. The 
attractive colors used in the calendar, to- 
gether with the careful printing done by 
hand, made a beautiful combination. 

ln addition to the designs on the attrac- 
tive cover, were the words: “Living and 
Serving.” The calendar contained excerpts 
from articles written by Miss Barnes which 
have been published in TELEPHONY. Each 
operator, fortunate enough to win one of 
the calendars, was thoroughly delighted 
with it. 

Luetta Stoneburner, of 


Creston, chief 


operator, Creston Mutual Telephone Co., 
offered as her suggestion: 

“As employes, always be alert to every 
opportunity to sell the type of service that 
best fits the needs of the prospective cus- 
tomers. 

Keep well informed about your com- 
pany’s policies so that you may be able to 
discuss intelligently telephone problems 
with the public. Be courteous, loyal, and 
alert at all times.” 

ok * * 

The suggestion submitted by Edith Drew, 
of Newton, chief Iowa State 
Telephone Co., is: 

“We should feel, as individuals, that we 
are a part of the company, having a per- 
sonal interest in it and an honest desire to 
supply the public with courteous, accurate, 
and speedy service. 

We must realize that our work is not 
over when we leave the office, but the ‘spirit 
of service’ should remain with us during 
off-duty hours as well. 

It is our duty to explain to the public 
the necessity of telephone service, and why 
they cannot afford to be without it. The 
knowledge of the policies of our company 
should be made clear. The people in our 
community should feel at all times that our 


aim is to serve them faithfully.” 
x ok 4 


operator, 


advertises its 
why not the telephone? 
Arm yourself with a bagful of facts of 


“Every business wares ; 


how the telephone has proved its usefulness 
in sickness, fire or any emergency; by find- 
ing jobs for the unemployed. 

Advertise the telephone business favor- 
ably among prospective customers. Be 
ready to give reasons why the telephone is 
the most useful instrument in the commun- 
ity. Talk your business!” 

That was the advice given by Nelle M. 
Roberts, of Rockwell City, bookkeeper, 
Iowa Continental Telephone Co. 

* * * 

Dee Spurr, of Creston, assistant chief 
operator, Creston Mutual Telephone Co., in 
answer to the question, said: 

“By keeping on our toes, giving courteous 
and intelligent attention to all orders and 
reports. 
whether the 
customer, at the time, lets us know he is 
grateful or not. Personal visits help create 
a better understanding between us. Leave 
with the suggestion that ‘If our service 


pleases, tell others; if not, tell us.’” 
* * cs 


An explanation pays big, 


As her suggestion, Vinnie Westfield, of 
West Liberty, West Liberty Telephone Co., 
stated that: 


ae 
cn 


“Every operator should do her part in 
showing the subscriber the value he receives 
from his telephone and the cost is only a 
few cents a day. What other commodity 
is as cheap? The subscriber does not re- 
ceive any material benefit from a small 
reduction but it does much towards tearing 
down the telephone company and eventually 
depriving the entire community of a valu- 
able and essential service.” 

x * * 


Clara M. Strike, of Newton, traffic 
supervisor, Iowa State Telephone Co., in 
answer to the question, said: 

“Telephone service can be made more 
valuable, more popular, more desirable to 
our communities only insofar as we enter 
into our work with: an understanding heart, 
a love for humanity, a desire for knowl- 
edge, an eagerness to serve, a sympathetic 
attitude, thé courage of our convictions, 
and the ability to be a good listener and 
an intelligent talker.” 

* * 7” 

“Our company is giving the daily market 
reports on the rural lines,” answered Grace 
Coan, of Denison, district chief operator, 
Western Telephone Corp. of Iowa. 

“Many rural subscribers believe that they 
cannot afford a newspaper, or the expense 
of operating their radios. So these patrons 
think that this added service makes their 
telephone service more valuable, therefore, 
more popular and desirable.” 

* *x * 


Edna Lundien, of Manson, chief oper- 
ator and cashier, lowa Continental Tele- 
phone Co., offered as her suggestion: 

“Results along this line are largely de- 
pendent upon agreeable employes in sub- 
scriber contacts. Nerves are on edge today 
and the public is harder to serve. 

The employe can render no greater serv- 
ice than to keep physically fit to stand the 
added strain and longer hours with cheer- 
fulness and poise. 

Proper diet, exercise, and rest, and the 
elimination of brooding and worry will do 
the most toward meeting this situation.” 

* * * 
Margaret 
Rustan, of New Hampton, manager, lowa 
State Telephone Co., answered: 

“Our telephone service can be made more 
valuable, more popular and more desirable 
to the people of our community by making 
our telephone office a center of registration 
for unemployed persons. 

Contact cur newspapers, ministers, club 
presidents and social service workers and 
assure them our company, office and oper- 
ators will be glad to give their time and 


In considering the question, 








16 
services. Ask their cooperation, by pub- 
licity, to this plan: 

‘All unemployed people of our commun- 
ity, desiring work, are to call at the tele- 
phone office and register their names, 
addresses, telephone numbers—or those of 
friendly neighbors—and the sort of work 
they can do. 

All people of our community having 
work of any kind to let—long or short— 
call a specified number at the telephone 
office, telling the sort of work they have.’ 

From this register of unemployed they 
can be given information to secure a work- 
er, or be told that some one will be sent to 
fill the place. By never failing to connect 
a job and a person out of work, it will be 
a success.” 





Promotion of Sales by Operators. 
By Marcaret RustAn. 
Manager, lowa State Telephone Co., 
New Hampton, lowa. 

Question: Why are we, as operators, 
so gravely concerned in the promotion of 
sales of telephone service by operators? 

ANSWER: The loss of stations has be- 
come so great during the present condi- 
tions that our companies’ revenues are be- 
ing drastically reduced. This cannot con- 
tinue indefinitely without affecting our 
positions, as operators, and in some in- 
stances, it has already done so. 

Question: Do you think that operators 
can be of great assistance in helping over- 
come this condition? 

ANSWER: There is no one in the tele- 
phone field today who is so well-equipped 
to do this particular task that confronts 
us in the rebuilding of our subscriber lists 
as the operator. 

Question: Will you explain why opera- 
tors are so well-equipped for this task? 

ANSWER: They have been trained to 
obey instructions instantly, to think for 
themselves and their subscribers, to know 
and to serve their subscribers and their 
communities’ manifold needs. Operators 
as a whole comprise the largest group of 
loyal, efficiently-trained women working in 
the business world, as well as in the tele- 
phone field. 

Question: We grant that. What would 
be the logical way to proceed? 

Answer: To outline a working plan— 
a simple one—of some five major points, 
elastic enough to fill most needs, for ex- 
ample: a. First she must have confidence 
in what she has to sell. b. She must have 
confidence in herself to sell. c. Find her 
prospect. d. Having the prospect, sell him 
the need for service she offers. e. Keep 
him sold. 

Question: Why is your first point—she 
must have confidence in what she has to 
sell ? 

ANSWER: Because there must be no 
doubt in her mind about the intrinsic value 
of the article she has to sell. She knows 
that it is worth to an individual and a com- 
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munity far more than the nominal charge 
asked for the service rendered. She must 
know and believe in her own mind, in the 
incalculable value of the service that serves 
the homes and businesses during the day, 
and serves and guards them while the 
world sleeps, from fire and robbery and 
worse. 

She must believe her service to be one 
thing that is a necessity, and not permit it 
to be classed as something to be easily 
done without, in a mistaken effort at econ- 

















Miss Anne Barnes, of Des Moines, Travel— 
ing Chief Operator of the Association, 
Ably Conducted the Two-Day Operators’ 
Traffic Conference Held During the Annual 
Convention Last Week. Miss Barnes Added 
Interest and Color to the Conference in 
the Awarding of Hand—Made Calendars to 
a Number of the Operators. 


omy. She must not feel apologetic for the 
rates asked, for it is impossible to place 
an actual value on something that is ready 
to serve 24 hours a day, 365 days a year 
for an average per day much less than 
any so-called cheap article in a dime 
store. 

Operators have this confidence; now ts 
the time to express it. 

QuEsTION: How may an operator gain 
confidence in her ability to sell service? 

Answer: That is difficult to answer, as 
each is a totally different personality. She 
has confidence in her product and it should 
not be hard for her to become §sales- 
minded toward telephone service, for sell- 
ing it is now an integral part of her job. 
And when she does, she will do a real 
job of selling, as these other operators are 
now doing, because that is the way opera- 
tors do to always make a real job of what 
they set out to do. And they have the 
best introduction it is possible to have. 

Question: What is this introduction? 

ANSWER: The acknowledgment of the 
present subscriber, the past subscriber and 
the prospective subscriber that the opera- 
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tor is in possession of the facts, by actual 
experience, of his service requirements 
and is in a position to advise him of the 
type of service that would give him the 
maximum amount of satisfaction. 

Question: What should she do with 
this customer introduction? 


ANSWER: Find a prospect and sell him 
a telephone. 

Question: Where do we find this 
prospect? 

ANSWER: We select him from our ap- 
proved prospect list. 

Question: Where do we secure this 


approved prospect list? 

ANSWER: We will make one. I be- 
lieve it will be of benefit to operators to 
build their own prospect list on plain pa- 
per; for example, one arranged alpha- 
betically for city prospects and by line for 
rural prospects will serve our needs. 

The switchboard bulletins, the service 
orders, messenger records, intercepted calls, 
calling mnear-bys, the newspapers, one’s 
friends, the passing of homes and _ busi- 
ness places without service, furnish an in- 
exhaustible supply for our list. This list 
should then be checked by the commercial 
department to see that the credits are good; 
and checked by the plant department to 
see that the plant structure is adequate in 
that section to supply service. 

QuesTION: Why do you suggest oper- 
ators preparing this prospect list? 

ANSWER: It will cause thena to think 
over and discuss the possibilities of sales 
when preparing and checking it with the 
commercial and plant people and among 
themselves, which will tend to give them 
a personal interest in these prospects that 
a printed list handed them might not give. 

QvuEsTION: Our prospect is selected— 
what do we sell him? 

ANSWER: We sell him the idea of the 
need for the service best suited to his par- 
ticular case. 

Question: What do you mean by that? 

ANSWER: We study our prospect and 
his service needs carefully before we con- 
tact him. Then we tell him our story 
suited to his case, in a clear, businesslike 
manner, listening to him closely and an- 
swering his questions as clearly and con- 
cisely as possible. 

Question: What if he says the rates 
are too high and must be reduced before 
he will have our service? 

ANSWER: That is a question we oiten 
hear now. Go to your superior officers 
and they will give you their local and par- 
ticular reasons why rates have not been 
reduced. I shall mention a few of the 
general reasons: 

There has been a heavy loss in rev- 
enues, which cannot be overcome by econ- 
omies in operation; telephone property in- 
vestment is permanent, we are unable to 
sell part of it off, as one can reduce a 
grocery stock; we cannot close up and run 
part time as a factory is able to do—with 
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us it is business as usual, 24 hours a day. 

Question: What reply do we make if 
he says he can use his neighbor’s telephone ? 

Answer: Answer him very tactfully 
that it will improve his service and the 
veighbor’s service if he will have a tele- 
phone installed; that doubtless his is a 
good neighbor but it is not quite right to 
ask him and the telephone company to fur- 
nish free service. 

Question: What reply shall we make 
if the prospect says he cannot afford the 
service ? 

ANSWER: I can think of many replies. 
But if we have studied his service needs 
previous to this contact, it will be an easy 
matter to convince him that he cannot af- 
ford to be without it. If working part 
time, he may be called for extra time, or 
to fill in with other odd jobs; those with 
work to do, will call the one with a tele- 
phone. If unemployed, he may be on a 
list, subject to call; lack of service may 
cost him a job. 

He may be able to build a job for him- 
self; this is a time of the birth of original 
ideas to help meet existing conditions, and 
a telephone may be the very foundation 
to build on (I know of one idea based on 
the use of a telephone, that amazes me at 
its success and it went into operation 
less than six months ago.) His risk of loss 
by fire and robbery is greater, as insurance 
cannot cover the entire loss. Oftentimes no 
insurance is carried; and there is talk of 
increased rural insurance where the farm 
is without a telephone. It is a long way 
tc the nearest telephone when a fire is rag- 
ing behind at home. 

Question: May we tell him it actually 
costs him money to be without telephone 
service ? 

ANSWER: Yes, try going about it in 
Give him pencil and paper, 
then get his average cost per mile for 
gasoline and oil, telling him that both of 
you will overlook cost of wear on tires and 
car and disposition, should there be car 
trouble. 

Figure with him the cost of a week’s 
average use of a car when a telephone 
would have served his purpose, and I grant 
you and your prospect will both have a sur- 
prise in store at the cash outlay when this 
i: added up to one month. Always stress 
the fact that gas and oil are cash and that 
he is also without the convenience and pro- 
tection between trips. These facts and 
figures mean more to the individual when 
he prepares them. 

Question: Can you think of some good 
talking points about selling telephone ser- 
Vice to farmers at this particular season? 

Answer: I can always think of good 
talking points about selling telephone ser- 
Vice to farmers at any season. Every sea- 
son of the year has special talking points, 
but this time of year there are many for 
the farmer, and this spring as never before. 

The farmer is forced to cut down his 


this manner: 
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overhead and his busy season is almost here. 
He is working, in many instances without 
any help, or with less; more horses are or 
will be in use, old machinery is being used ; 
longer hours must fill in the gaps for man 
and beast that more help and tractors cared 
for a few years ago. This will tend to 
cause more accidents and breakdowns, for 
which there will be less time to spare to 
go to town or to the neighbor's. 

This will throw more work to the lot of 
the farmer’s family. There will not be 
time to run down the road a few miles this 
way and that to gather the harvest crew, 
to see about neighborhood doings, to town 
to see if the hatchery wants those eggs at 
a special price and will come out for them 
if called; to tell the neighbors their stock 
is in the fields or on the road, and end- 
less other items. 

Question: So much for the farmer. 
How about the business man or the man 
in town without service? 

ANSWER: Now is the time for the busi- 
ness man to look to every thing that will 
aid him in securing new business. We are 
at the beginning of a new, busy agricul- 
tural season. We are right at a change 
in governmental affairs that is expected to 
inspire us with new hope and confidence 
as a nation. The business man is putting 
his house in order and we must sell him 
service, as part of the program. And the 
man in town should look to his telephone 
now to help him find his place in the new 
scheme of things to be. 

QueEsTION: What other service have 
we to sell that will prove beneficial ? 

ANSWER: Extensions, extra listings, up- 
regrades, call bells, loud-ringing gongs, 
classified ad listings, and various items that 
will increase revenue and improve the 
service from the subscriber’s viewpoint. 

QuveEsTION: It is nearing the time of is- 
sue for the directories printed yearly, is 
it not? 

ANSWER: 
help you in 


It is; and that very fact may 
signing up a hesitant sub- 
scriber. He will not wish to be left out 
of the list, especially if a change has or 
will give him a new number. A _ business 
man will realize the advertising value of 
his name in the new directory when placed 
in circulation. 

I have knowledge of a sale made, effec- 
tive upon issuance of a new directory, of 
one business listing, one residence listing, 
and two extra listings—and only one tele- 


phone will be in use. This shows the op- 


portunities for revenue in this type of 
service. 
Question: I notice most of your sales 


talk inclines toward main station service, 
why is this? 

ANSWER: The sale of auxiliary ser- 
vice is dependent upon main stations, and 
we must not neglect this probable source of 
income. That should be a steady cam- 
paign with the subscribers we have in ser- 
vice at all times. In my opinion we should 
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bring pressure to bear upon ourselves to 
improve our public relations by contact- 
ing as many people as we can make a good 
job of doing. 


Question: This brings us to point five, 
doesn’t it? 
ANSWER: Yes, indirectly. We have a 


real job to do, in building our public re- 
lations today. The operator can be a de- 
ciding factor in this by customer contact 
—to keep him sold. Not only sold on the 
installation of telephone service, but on 
the telephone industry as a whole, and on 
her local telephone relations in particular. 

Question: Why is this true? 

ANSWER: To the prospect, she is the 
telephone situation at the time of contact; 
to her will be told all his complaints 
against the service, against the rates, 
against present conditions in general; pos- 
sibly there will be some praise and good 
suggestions. 


Question: How should she handle this 
phase of our problem? 
ANSWER: She must draw heavily on her 


store of patience and tact, listening to the 
prospect carefully, taking mental notes of 
everything said that she may confer with 
others later in clearing up all service com- 
plaints, assuring him the proper thing will 
be done. Avoid all irritating replies in 
regard to rates. Be very tactful and care- 
ful in all remarks; do not quote prices nor 
company statistics; avoid local politics as 
subjects of conversation, or local con- 
troversies of any nature. 

Do not quote individuals in citing in- 
stances, refer rather to newspaper arti- 
cles; make no statements that could be 
detrimental if repeated. Mention that you 
are glad to have employment and _ that 
with your company; that you like to sell 
telephone service as you believe in it; that 
you are glad to sell him the service, and 
that he will not regret it. 

And I will wager that you will have 
scld him on yourself, your service and your 
telephone company—and will keep him sold. 
Thus you have gone a long way toward 
establishing better public relations and 
rebuilding our subscriber list. 

This is our job to do—we will do it. 


President Roosevelt Takes Tele- 


phone Operator to White House. 

Franklin D. Roosevelt’s “phone detective” 
went along with him to the White House, 
according to newspaper reports the past 
week. 

She is Louise Hachmeister and she was 
given her title by McHenry Howe, political 
secretary, during the campaign. 

“No matter where a man might be in the 
United States,’ Mr. Howe said, “Miss 
Hachmeister, with the assistance of her 
sisters of the telephone craft, could locate 
him.” 

She is said to have an uncanny ability to 
identify voices and will be in charge of all 
the President’s calls. 

















Outside Plant Men Talk Things Over 





No Long Life Dry Cells in Eaves- 
droppers’ Telephones. 

If the dry cells Mr. Lound, manager of 
Alpena Telephone Co., Alpena, S. D., re- 
fers to in TELEPHONY of February 11, page 
33, are in rural party-line telephones, those 
particular subscribers “shore” don’t “eaves- 
drop” or else have a “battery-saver” lever 
associated with the hookswitch, and know 
how to use it. 

Moreover, if “battery savers” are not 
provided, it’s a “cinch” they don’t “eaves- 
drop”; and the Alpena Telephone Co. 
should write letters of commendation to 
each of them and let them know that the 
company appreciates such courtesy, such 
gentlemanly and gentlewomanly users of its 
lines and instruments. 

Every telephone man who has made 
a study of the dry-cell problem as a 
source of transmission power in rural party 
line instruments, knows what a problem the 
“eavesdropper’s” telephone is from a main- 
tenance standpoint; and, too, how the poor 
operators have to worry with such sub- 
scribers when trying to ring someone on the 
line where condensers are not provided in 
the receiver circuit of each substation set. 

Del Rio, Texas. T. J. Paut, 

Plant Superintendent, 
Del Rio & Winter Garden Telephone Co. 


Proper Health Habits Help You 
to Really Enjoy Life. 
By Jake, THE LINEMAN. 

Mornin’, buddies! Just take in a big, 
deep breath of fresh March air. It shure 
makes a fellow feel keen, doesn’t it? It 
won't be so long until things will be bud- 
din’ out, an’ take it from me, there’s no 
better time than right now to get out and 
walk. 

Get out every day, if you can, and take 
a long walk. Keep your eyes open while 
you're walkin’ and you'll get as much 
mental stimulation as you do physical pleas- 
ure. If you don’t like to walk, get out in 
the lot an’ play ball with the kids—get 
some kind of exercise. It’s not what you 
do or how you get it that counts; it’s the 
benefit you get from the activity plus fresh 
air and the fun you have that makes you 
feel better. 

Do you wake up every morning feelin’ 
tired and sorta groggy? If you do, I’d 
like to bet my ole walkin’ cane that the 
reason you feel like the last rose of sum- 
mer every mornin’ is because the room 
you're sleepin’ in is not properly venti- 
lated. 

As a rule, folks breathe ’bout 18 or 20 
times a minute an’ use up approximately 
four bushels of air each minute. Sup- 
pose you're sleepin’ in an _ unventilated 
room of ordinary size, it isn’t going to take 





very long to use up all the good air in that 
room. The air will then become foul, 
poisonous and unfit for further use. If you 
breathe such air all night, is it strange 
that you rise the next mornin’ with a bad 
taste in your mouth, burning eyes and a 
tired, worn-out feeling? 

Buddy, if you’re one of the many who 
sleep in poorly-ventilated rooms, for the 
sake of your future health, turn over a 
new leaf an’ open the windows of your 
bedroom and let the fresh air pour in. The 
tendency of hot air to rise and of cold air 
to sink is the mainspring of nature’s out- 
door system of ventilation. In view of 
this tendency, windows should be opened at 
the top, because the foul air given off from 
the lungs is warmer than the air of the 
room and consequently rises toward the 
ceiling. 

It is just as important to let the bad air 
out of the room as it is to let the fresh air 
in. In fact, it is impossible to do one with- 
out doing the other. Not a foot or even an 
inch of air can be forced into a room 
until a corresponding amount is let out. 
Therefore, never open a window at the 
bottom until you have opened it at the 
top. 

Suppose you do open a window at the 
bottom and fail to open it at the top. The 
fresh air will pour in, the hot, foul air 
will rise to the ceiling and bank up until 
it comes down so far that you may be 
sitting with your head in a layer of foul 
air and your body and feet in the pure air. 
Then you'll probably wonder why your 
head is so stuffy and hot while your feet 
are so consarned cold. 

A well-known doctor once gave me this 
advice, an’ as it helped me I’m gonna give 
you the same advice: 

1. Sleep every night with your win- 
dows open at the top an’ bottom, and your 
room within ten degrees of the tempera- 
ture outdoors. 

2. Don’t be afraid of catching cold, for 
if you sleep in a properly-ventilated room 
you'll actually avoid colds. 

3. Let the air blow in and you will feel 
100 per cent better. 

I guess that’s enough "bout ventilation 
an’ I trust there'll be open windows in 
your bedrooms from now on. A(fter all, 
why should a feller poison himself by 
breathin’ foul, poisonous air when pure, 
wholesome air costs absolutely nothing? 

Some time ago, Buddy J. W. Seaton, 
Dallas, Texas, in answering one of my 
questions said: “Too much stress cannot 
be given to proper health habits or how to 
prevent sickness.” In view of his sugges- 
tion today’s safety rules will cover point- 
ers on health habits. So grab onto all of 
them and make them a part of your living 
habits : 
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Lots of people are constantly tired out, 
simply because they do not carry their 
bodies properly. Often nervousness, 
indigestion and headaches are caused 
by poor posture. Stand straight, walk 
briskly and keep your toes straight for- 
ward when you walk. If you want to 
look young watch your posture. If 
you want to look old, forget it. 

If you are inclined to worry, get over 
it. Worry is injurious to the mind and 
to the body. Nervous breakdowns are 
caused by long hours of worrying. 
Nuff said. 

Vital parts of the body are often affected 
by poisons from _ diseased tonsils. 
Headaches, rheumatism, heart trouble, 
neuritis, head colds and loss of weight 
can be caused by infected tonsils. If 
your tonsils are infected or enlarged, 
have them removed. The cost will not 
be noticed compared to the future doc- 
tor bills which you will save. 

Ears are often the most neglected part 
of a person’s body. Keep your ears 
clear of excess wax. If foreign par- 
ticles get in the ear, have a doctor re- 
move them. Take care of your ears 
for deafness is something nobody 
wants. 


Running of the nose or constant blowing 
of the nose are signs of trouble ahead. 
Hundreds of people suffer from sinus 
trouble and try to ignore it. As a re- 
sult it gets a hold on them and a pain- 
ful, costly operation follows. If your 
nose feels full of mucous at all times 
and you use several handkerchiefs a 
day, see your doctor. 

In spite of warnings, some folks shut the 
sun out of their homes. Have plenty 
of sunlight in your home and wherever 
you work. Sunshine brings sunshine 
into your body, destroys germs, dis- 
pels the blues, and gives you the en- 
ergy to keep going. Get plenty of it. 

Get plenty of water daily! Take warm 
baths for cleanliness and cold showers 
for bracers. A clean skin lessens the 
work of the liver and the kidneys. 

Hunger is the spice that makes any meal 
appetizing. Buy food wisely, cook it 
well, eat enough but not too much. 

The three best rules for maintaining 
proper health are: 

Live right. 
Eat right. 
Sleep right. 


Last week I promised you the answers 
to our last test but I didn’t get a couple 
of the fellows’ pictures until today so I'll 
have them fer you next week. 

Guess I'd better be ramblin’ so just stick 
this little thought in your mind and sorta 
remember it: 

“A healthy person has more value than 
a diseased one.” 


The Use of Buried Cable: Possi- 
bilities of the Future. 
By Tue Op Casie SPLicer. 
We cable splicers in the old days made 
a heroic effort to popularize the use of 
buried cable. Buried cable as referred to 
(Continued on page 23.) 
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(Continued from page 18.) 
here is the ordinary lead-covered variety 
buried without mechanical protection of 
any kind. Our troubles with this method 
of construction were terrible to behold. 
Electrolysis took away large patches of 
and certain chemicals in the soil 
started a corrosion which ate away others. 

Mechanical troubles were all too 
quent, and it seemed that digging opera- 
tions were always performed directly over 
our cables. One man when building a 
fence around his property, drove about 20 
iron posts directly through one of our 
Just how so many of them could 
be on an exact line with our cable we were 
never able to understand. However, this 
convinced us that some type of mechani- 
cal protection must be found for buried 
cables, or the service was sure to suffer. 

We realized the many advantages of 
buried cable and were reluctant to dis- 
card the idea. So numerous experiments 
were conducted, and various cheap protec- 
tion methods were tried. Perhaps the most 
effective of these was to encase the cable 
in compound. This protected it from elec- 
trolysis, or chemical action, and provided 
some mechanical protection. 

Some built a V-shaped wooden trough, 
laid the cable in it and then covered it 
with compound. Others used a good grade 
of tar paper for the trough, which was 


iead, 
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cables. 
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also quite satisfactory and cheaper. Many 
of these compound-covered cables are still 
in service and have given 
over a period of years. 

It is believed that armored cable, buried 
without conduit, will play an important 
part in providing reliable telephone service 
in small and medium-sized telephone ex- 
changes of the future. Its use need not 
necessarily be restricted to the small ex- 
change, for it can be used to advantage 
in certain open areas of large exchanges, 
such as outlying residential sections where 
excavation is neither expensive nor difficult. 

Small power diggers can be run along 
the parkways or alleys, and pipe-pushing 
machines used in going under streets to 
avoid the cutting of expensive paving, 
which will hold installation costs to a min- 
imum. Small pull boxes can be installed 
almost any place, and by using the sealed 
type underground terminals, distribution is 
a simple matter. 

In these sections, growth can always be 
forecast with a degree of accuracy which 
will permit the use of tape-armored cable 
without fear of being required to increase 
its size during its normal life. There is 
no reason why tape armored cable should 
not have an exceptionally long life if 
properly installed. I have worked on old 
wire-armored cables which had been in 
service 20 years or more and were still 


good service 


— 0 


good, and the tape-armored cable should 
last equally as long. 

Many seem to think, however, that be- 
cause the tape-armored cable is well-pro- 
tected mechanically, a long section of it 
can be pulled into a ditch, around corners 
and whatnot without danger of injury, 
but such is not the case. The spirally- 
wound steel tape does not prevent the cable 
from stretching; and if it is dragged into 
a long section of ditch without rollers, 
there is a possibility of the strain becom- 
ing so great that the lead covering will 
stretch enough to strip the paper insulation 
of the conductors. I know—I tried it, 
and then worked two weeks clearing the 
trouble. 

The cable plow for installing and the 
cheap prices of armored cable may event- 
ually extend its use out into the country 
for rural lines. 
effective 


This would surely be an 
means of eliminating lightning 
trouble and insuring good service at all 
times. 

So it seems reasonable to that 
an increase in the use of armored cable in 
the future can be expected. The present 
low cost is a big argument in its favor 


believe 


and should start companies to using it. 
When they become familiar with its many 
advantages they will probably continue its 
use, until future generations find something 
that is much better, if that be possible. 








Here and There in Telephone Work 





Office Building Provides Tele- 
phone Secretarial Service. 

The United Life Building in Salina. 
Kans., in cooperation with the United 
Telephone Co., has installed secretarial 
for its tenants. This service pro- 
vides for the answering of telephones when 
offices are unoccupied. The calling party 
is advised that the person desired is out 


service 


and will return at a certain time; any mes- 
noted and delivered 
office is again occupied. 

This new service is given through a spe- 
cial secretarial switchboard that has been 
installed in the building. Whenever a ten- 
ant is about to leave his office, he calls the 
secretarial board and tells the attendant 
when he will return and any other messages 
he wishes to have relayed by telephone. 

The operator then sets her key so that all 
incoming calls to the telephone will be 
picked up on her board. It is then easy to 
answer all calls for any number of tenants. 

Besides their telephone duties, the oper- 
ators act as stenographers, available to any- 
one who desires such services. They take 
dictation either in person or by telephone, 
make out and mail statements and handle 
the usual office routine. 

The board has been in operation only a 
short time. Favorable comment has al- 


sages are when the 


ready been received from doctors, dentists 
and other business and professional tenants 
of the building who have found this ar- 
rangement an ideal substitute for an office 
girl. 

Store in Irish Free State Utilizes 
Prominent Advertising. 
Concerns in every line of business are 
becoming convinced of the importance of 


listing their telephone numbers in all their 
advertisements. This often suggests to 
those reading the advertisements that con- 
siderable time and annoyance in shopping 
will be saved if they place their orders by 
telephone. 

Dermot K. San Francisco, 
Calif., has advised TELEPHONY of receiv- 
ing a letter from Dublin, Irish Free State, 
on the front of which was an advertise- 
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ment by Gramophone Stores featuring 
their telephone number, Dublin 21856. 

The advertisement was printed in green 
ink, and the suggestion is clearly made 
that a telephone call is the modern way 
of shopping. 

The accompanying illustration repro- 
duces the advertisement which is on the 
same side of the envelope containing the 
address, thus assuring that it will be read. 





Disconnect Request with Prospect 
of Restoral “After Lately.” 

The telephone industry is having plenty 
of trouble nowadays but every once in 
a while there is a bit of humor mixed with 
it. The Lincoln Telephone & Telegraph 
Co., Lincoln, Neb., received a letter recent- 
ly from one of its Bohemian farmer 
subscribers in the northern part of its 
territory, which read: 


Dear Sir: 

As I just want to let you know to dis- 
connect mine telephone after the first of 
February which I cannot agree to pay for 
now. I may take it again if the price will 
be better after lately. 


‘A disconnect order,” says John H. Agee, 
vice-president and general manager of the 
Lincoln company, “is just as unpleasant 
in any language and we did not get much 
satisfaction out of the loss of the tele- 
phone. But we hope that we will be able 
to restore the service regardless of the 
price, without too long a delay in the 
‘after lately.’” 


SELLING THE SERVICE. 
By Joun G. ReEYNOLDs. 

Depression! What a word! Back in 
the boom days of 1927, 1928, and 1929, 
everyone thought the word “depression” 
meant a large dent in the surface of the 
earth. Nowadays even six-year-old junior 
can ably and intelligently discuss phases 
of the depression with his equally intelli- 
gent playmates. 

Practically all of us, from the banker 
down to the street cleaner, are so “depres- 
sion-conscious” that we spend more time 
talking about and suggesting cures for the 
depression than we do trying to end it. 
The depression is blamed for everything 
from financial difficulties down to ingrown 
toe nails and pet corns. And therein lies 
our difficulty! 

It is impossible to cure a morphine ad- 
dict by keeping morphine before him at a!l 
times, and it is equally impossible to cure 
this depression by constantly thinking about 
it. 

If we are going to get back to better 
times, we will have to become less “depres- 
sion-conscious.” Instead of constantly dis- 
cussing and cursing the business outlook, 
we will have to be on the constant look- 
out for business. 

It is impossible to forget the depression, 
but we can keep it from cramping the style 
of our sales talks and taking the force 
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BORROWED TELEPHONES. 


By WInNiFreD TATUM. 
The scene is at the end of day 
With all the Jones’ in negligee. 
The doorbell rings—a noisy clatter 
And Bertha asks, “What is the matter? 
Someone has lost their senses quite 
To call on us this time of night.” 


Pa parked his paper with a scowl; 
The baby wakened with a howl, 

While mother told the girls to run 
And put a few more garments on. 


Mae grabbed a coat from off a chair 
And found a pair of shoes somewhere, 
And stuck a dab of powder on 

(It might by chance be Bill or John) ; 
She hit a chair and bruised her shin 
As she ran to let the caller in. 


It was their neighbor, Mr. Brown, 

Who lived about two houses down, 

With whom they barely were acquainted. 
He said, “Hello! It's cold, now, ain’t it?” 
And pushed the front door open wide, 
Tracking some snow and sleet inside. 

“T wonder if you’d mind to loan 

A friend in need your telephone?” 


The Jones’ were cordial as could be, 

Thinking ’twas some calamity 

That brought him out through sleet and 
snow 

To call on folks he didn’t know 

So very well. They led him through 

The living room and hallway, too. 


Ma bribed the baby to be still, 

And this is what they heard: “Hey, Bill! 
Just heard you'd gotten into town, 

So thought I'd telephone to ask you down 
To stay with us while you are here. 
Yeah, jobs are hard to get this year. 

My wife says tell your wife she’s right 
About those Smiths. Come on tonight; 
We'll put you up, but if you find 

You can’t, I know the Jones’ won’t mind 
If you telephone here so we will know. 
Well, guess I’d better let you go.” 


Now, if you have some time to spare 
And want to learn new ways to swear, 
Just drop some evening by tke Jones’ 
And mention “borrowed telephones.” 








from them. We can also keep it from 
making us afraid to go out and work on 
our prospects. 

What each of us needs is a big tonic 
to get the depression out of our systems, 
to tone up our minds, and to give us the 
nerve, vitality, and pep to push sales as 
we never have pushed them before. 

People can not afford to be without tele- 
phone service, and it is our job to so thor- 
oughly convince them of that fact that 
they will want service at once. 

How many homes in your exchange area 
are without telephone service? Why not 
spend a couple of days making a survey? 
Get out your station records and compare 
them with the city directory. Prepare an 
accurate and complete list of the non-sub- 
scribers, and then start to work on them. 
‘I have found that a letter written to a 
prospect often paves the way to an inter- 
view with more of a chance to clinch the 
sale. A friendly, simple letter written in 
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a short, conversational style often arouses 
the interest of your prospect. Once the 
interest is aroused, the hardest part of 
your job is over. 

An example of a “break-the-ice” type 
of letter follows and any company desir- 
ing to do so, is entirely welcome to use it 
on its prospects: 


Dear Friend: 


We’re not pessimistic, but unexpected 
things do happen, and we wonder what 
you would do if 

Your home suddenly burst into 
flames? 

A member of your family became 
seriously ill? 

You were in immediate need of 
medicine from your druggist? 

You needed the assistance of a 
policeman? 

You had to break an important ap- 
pointment? 

Without telephone service precious 
moments would be wasted. With tele- 
phone service at your command, each 
emergency could be handled promptly. 

Can you afford to waste these 
moments when for only a few cents a 
day we can furnish you with an efficient 
service which will 

Save your time, 
Bring you pleasure, and 
Provide protection? 

How about it? Consider your time, 
the risk, the inconvenience, and then 
ask yourself, “Can I really afford to be 
without telephone service?” 

Our business office is ready to take 
your order. Our installers are ready to 
install a beautiful set in your home. 
Our operators are anxious to handie your 
calls. Our lines are waiting to carry 
your messages. 

May we have the pleasure of seeing 
you soon? 

Sincerely yours, 


This letter is designed to: Arouse the 
interest of the prospect in telephone serv- 
ice; bring out some good reasons as to 
why the prospect needs telephone service ; 
and finally, to bring out the fact that the 
entire personnel of the company is anxious 
to serve him. 

Wait three days after sending the let- 
ter to your prospect and then make a per- 
sonal call. The letter will have started the 
prospect to thinking. Your job is to keep 
him thinking. These points shou'd help; 
try them and see: 

1. Follow the prospect’s train of thought. 
Do not crowd his conversation into the 
background. Encourage him to talk and to 
ask questions. Often a point brought up 
by the prospect in his conversation helps 
you to make the sale. 

2. Do not rush the closing of the sale. 

3. Explain all of the various services 
which you have to offer. But do not try 
to sell the prospect something he does not 
want. It’s better to lose a sale than to 
force something on a prospect. 

Those points should be of assistance to 
you. But remember, our big job is to get 
the depression out of our systems, the lead 
off our tongues, and be ready to talk sales 
at any time. 
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communicating with National Carbon Co., please 


THIS is an economizing era. “Buy 
wisely” is the rule. It is important to 
consider how much can be saved in 
the price of a commodity. But it is 
even more important to determine how 
much can be saved through its use. 

Prices on Eveready Long Life and 
Columbia Gray Label telephone bat- 
teries are down — decisively in keep- 
ing with present-day levels. Their effi- 
ciency is up. Simple arithmetic and 
the graph below will show that these 
two notable products of a _ notable 
organization are easily the most eco- 
nomical of their kind on the market. 

Through far longer life they in- 
crease telephone - service efficiency; 
reduce interruptions, complaints, ser- 
vicing expense — and labor costs due 
to less frequent replacements. 


All-armored Construction 


makes Eveready Long Life and Co- 
lumbia Gray Label unequaled for 
sturdiness. Can of rolled and soldered 
sheet zine of correct, even thickness. 
Metal seal top (patented) — strong, 
moisture-proof and leak-proof. No 
more wax seals to break in shipment. 
No more dried-out cells. Everything 
chemically and structurally designed 
for maximum life, dependability and 
greatest output consistent with scien- 
tifically balanced performance. 


NATIONAL CARBON COMPANY, INC. 
General Offices: New York, N. Y. 


Branches: Chicago New York San Francisco 


Unit of rity. = and Carbon 


Union Carbide ». : - Corporation 
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What the Commissions Are Doing 


Up-to-the-Minute News Regarding the Activities of State and Interstate Com- 
missions, Courts and City Councils in Matters Concerning Telephone Com- 
panies—Summary of Commission Orders and Schedule of Telephone Hearings 


Associated Telephone Utilities Co. 
Receivership Suit Dismissed. 

William J. Wardall, president of the 
Associated Telephone Utilities Co., New 
York, announced on February 23 that 
Chancellor J. O. Wolcott at Wilmington, 
Del., had entered a final decree dismissing 
the complaint brought by Edward F. 
Kloby, of Newark, N. J., in the Court of 
Chancery of the state of Delaware, peti- 
tioning for the appointment of a receiver 
for the company. The suit was dismissed 
upon motion of counsel for Mr. Kloby. 

Mr. Wardall said that the offer of the 
company to holders of its 6 per cent secured 
notes to extend the maturity date for two 
years to April 1, 1935, had been well re- 
ceived and that notes in substantial amount 
are being deposited. The time limit for 
the deposit of notes has been extended to 
March 31. 


Federal Judge Overrules Demurrer 
in Tulsa, Okla., Case. 

Federal Judge I’. E. Kennamer, of Tulsa, 
Okla., has overruled the demurrer filed by 
the Southwestern Bell Telephone Co. in 
the pending damage suit of the city of 
Tulsa against the company asking $900,000 
for the use of streets and alleys, without 
a franchise. The suit asks for 4 per cent 
of gross revenue of the Southwestern Bell 
company since January 5, 1923, when its 
franchise expired. 


Southern Bell T. & T. Co. Ordered 
to Present Operating Data. 

Complete data on the operation of the 
Southern Bell Telephone & Telegraph Co. 
in Louisiana during 1931, 1932 and Janu- 
ary, 1933, were ordered prepared for pres- 
entation to the Louisiana Public Service 
Commission by May 1 at a hearing before 
the commission on February 16. 

Specific data, including revenues, expendi- 
tures, installations, withdrawals and renew- 
als, were ordered concerning the company’s 
operations in New 
Baton 


Orleans, Shreveport, 


Rouge, Alexandria, Monroe and 
Opelousas. 


Nebraska Companies Faced with 
Trying Rate Problems. 

\ group of patrons of the Central Ne- 
braska Telephone Co., at Grant, Neb., has 
asked the Nebraska State Railway Com- 
mission for a hearing on their complaint 
that telephone rates are too high in these 
days of economic distress. It is requested 
that an order be issued reducing them and 
compelling the company to accept the same 


kind of legal tender from all the patrons. 

This latter demand arises out of the 
fact that the company has been offering to 
take corn in exchange for telephone ser- 
vice, paying 5 cents a bushel more than 
the market price. Patrons, who have no 
corn to trade, now claim that this is un- 
fair to them and constitutes a discrimina- 
tion in rates forbidden by law, as well as 
being unethical and illegal as a business 
practice. 

The petition filed with the commission 
says that the company has paid no atten- 
tion to a request of patrons that it cut 
rates 37.5 per cent, although it has greatly 
reduced the salaries and wages of em- 
ployes at its exchanges. After that, about 
half the patrons on some lines quit taking 
service, but the others were retained by 
making them the corn trade offer. 

The complainants deny the right of the 
company to accept farm products for re- 
sale, claiming that its charter does not 
permit it to engage in the business of buy- 
ing and selling grain, poultry and other 
farm produce. Reduction in rates of 
37.5 per cent is asked. 

The city council of Ord has filed a peti- 
tion with the Nebraska commission say- 
ing that it has been unable to secure a rate 
reduction from the Nebraska Continental 
Telephone Co., and, therefore, asks that 
the commission direct its engineers to 
make a revaluation of the property used 
in supplying Ord and surrounding terri- 
tories with service. 

The council is unwilling to accept the 
valuation as carried on the books of the 
company, which do not justify any reduc- 
tion in rates. It charges that the present 
rates are unreasonable and unjust, and 
asks that after a full hearing the rates be 
lowered. 

B. I. Clements and other patrons of the 
Elmwood exchange of the Lincoln Tele- 
phone & Telegraph Co., have filed a peti- 
tion with the commission asking that it 
order a reduction of one-third in business 
and residence rates in town and lower 





Answers to the Traffic Questions 
Presented on Page 14. 
1. This question is answered in the in- 
troduction to the questions and answers. 
2. The rate in effect at the originating 
point applies on the call. 





3. Yes, unless you have an audible busy 
signal. 

4. As long as the subscriber wishes it 
held. 

5. Yes. 





farm rates from $1.75 to $1.00, the com- 
pany being unwilling to make any reduc- 
tions. 

The petition sets out that due to eco- 
nomic conditions, many patrons have had 
to cut out telephone service, with the re- 
sult that the value of the service is greatly 
lessened to those who remain connected with 
the exchange. It is also asserted that un- 
less rates are materially reduced, many oth- 
ers will discontinue service, still further 
lessening its value. 

Four farmer mutual lines, getting ser- 
vice from the Citizens’ Telephone Co., of 
Elgin, have filed a complaint with the com- 
mission charging that the rate of $6 a 
year charged for switching their lines at 
the town exchange is too high and exorbi- 
tant. They ask that the rate be ordered 
reduced to $4 a year—a rate, it is insisted, 
that is being willingly offered by a number 
of other telephone companies in the state. 
Resolution, Asking Rate Investiga- 

tion in Nebraska, Tabled. 

The Nebraska senate tabled a resolution 
offered by Senator Boelts, leader of the 
radical faction and a farmer from Mer- 
rick county, calling for an investigation of 
telephone rates and profits in the state. 

The resolution recited that the Nebraska 
State Railway Commission was apparently 
unable to protect the people of the state 
from excessive charges for telephone serv- 
ice; that the annual meeting of the Lincoln 
Telephone & Telegraph Co. disclosed that 
it had made profits of $419,114, sufficient to 
pay dividends on all its outstanding com- 
mon and preferred stocks, with $7,385 left 
for addition to surplus. 

The resolution also claimed that the 
Northwestern Bell Telephone Co. was 
charging exorbitant and excessive rates, 
and that many business men had to pay 10 
to 12 per cent of their incomes for tele- 
phone service. The motion to table shut 
off debate, but on the vote Senator Boelts 
had very little support. 


Franchise Antedates Wire Mileage 
Ordinance; Not Taxable. 

The Portsmouth Home Telephone Co., 
Portsmouth, Ohio, is not obliged to pay the 
city mileage tax on any of its wire in 
Portsmouth, according to a ruling made by 
Prosecuting Attorney Aronhold Schapiro 
to City Manager Frank E. Sheehan re- 
cently. 

This is due, the opinion states, to the 
fact that the telephone company had been 
granted a franchise before the council 
adopted the wire mileage tax ordinance. 
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A modern telephone which will interest the prospective subscriber. 
You may have one to test on 30 days’ trial. Write for it now. 
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FIBRE CLOSURE PROTECTIVE 


RAY-O-VAC ce 2 ars No. 100 Central Office Protector 
TELEPHONE 


BATTERIES 


equipped with 


FIBRAX SEAL 














Efficient in discharging high potential as well as 
sneak currents to ground—resistance of heat 
coils 3!/5 to 4 ohms. 


Economical because the heat coils are self- 
soldering and are not removed or replaced. 


MATERIALS Simply push the line spring over the coil to 
reset. 
Au Ray-O-Vac Telephone Batteries have the Fibrax e 
Seal—an outstanding Ray-O-Vac development that makes Provided with an alarm circuit that instantly 
for greater constructional strength and freedom from indicates a fault. 
broken or chipped seals. Above all, the Fibrax Seal is a e 


seal—not merely a closure. A substantial sub-seal of plastic 
asphalt forms a tight bond with the zinc can and com- 


The Central Office Protector you should use. 


petely protects the internal active materials from dete- Write for full information. 
rioration. The Fibrax Seal helps materially in giving 
longer life to Ray-O-Vac Telephone Batteries, and utmost COOK ELECTRIC COMPANY 


economy to the user. 


Chicago, Illinois 


FRENCH BATTERY COMPANY 
Factory and General Sales Offices: Madison, Wisconsin 
Manufacturers also of Ray-O-Vac Flashlight Batteries, 
Rotomatic and Standard Flashlights and Electric Lanterns 
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The Ohio Power Co., the Postal and the 
Western Union companies will have to pay 
the tax, it is declared. 

The tax in question provides for the 
payment of $1 per mile annually for all 
wires and a minimum tax of $25. 


New Class of Service Approved 
for Edgemont, IIll., Exchange. 

In regard to the application of the South- 
western Bell Telephone Co. for authority 
to furnish certain commuted toll service in 
the Edgemont, Ill., exchange area and to 
discontinue certain other classes of service 
now furnished in that area, the Illinois 
Commerce Commission on January 11 is- 
sued an order approving the proposed 
change. 

The Edgemont exchange area includes 
portions of the incorporated territory of 
East St. Louis and Belleville and certain 
unincorporated territory contiguous there- 
to. Because of the large and rapid develop- 
ment of the area and the unusual length 
of lines necessary to serve the area from 
the central office of either city, it was 
found necessary to establish an exchange 
therein. 

Three classes of service are offered sub- 
scribers in the area: a local service, a ser- 
vice affiliated with East St. Louis and a 
service affliated with Belleville. In order 
to unify service in the community, the com- 
pany proposed to offer a commuted toll 
service which would entitle subscribers to 
receive service to and from any subscriber 
in East St. Louis, Belleville or the Edge- 
mont territory and providing for a charge 
in addition to the regular Edgemont ex- 
change rate. 

The principal objection was from the 
Selleville residents who had the designa- 
tion of Rockdale and who, under the exist- 
ing classification, were entitled without cost 
to service to all other Belleville sub- 
scribers. 

The commission held that the commu- 
nity would best be served if the company 
were permitted to carry out its plan of 
commuted toll service in the Edgemont 
area and abandon or discontinue the pres- 
ent Rockdale service with the provision 
that all subscribers in the Edgemont area 
may have free communication with the fire 
department in Belleville. 

The commission, in its order, held that 
the municipal boundary is not in itself a 
factor as affecting the operation of a tele- 
phone exchange and that service require- 
ments are independent of subscribers’ re- 
lation to political or territorial boundary 
lines. 


Decision Concerning Removal of 
Conduits at Utility’s Cost. 

In the complaint of the Milwaukee Elec- 
tric Railway & Light Co. against the city 
of Milwaukee, Wis., and others, the Wis- 
consin Supreme Court on December 6 held 
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that the city could not compel the public 
utility to relocate, at its own cost, con- 
duits which interfered with the installation 
of new water mains of the city’s water 
system operated as a public utility in ab- 
sence of right retained in applicable fran- 
chise. 

The opinion of the court held “that 
where the construction plans of a public 
utility, owned and operated by a city (Pabst 
Corp. v. Milwaukee, 209 N. W. 493) in its 
proprietary capacity interfere with the op- 
eration of another public utility lawfully 
occupying a street, whose properties the 
city insists should be removed or relocated 
at the expense of its owner, justice would 
seem to demand, and the law seems clearly 
to require the court to hold, that such re- 
moval would amount to an appropriation 
of property without just compensation. 

“While it is unquestionably the law that 
a city may compel a public utility to re- 
locate its water mains or pipe lines, when- 
ever a city decides to change the grade of 
its streets, in changing the grade of a street 
a city acts in its governmental capacity 





Vol. 104. No. 9, 


and not in its private or proprietary capac- 
ity.” 

Testimony presented showed that in 1926 
prior to laying certain ducts now ordered 
to be removed, the Milwaukee Electric Rail- 
way & Light Co. was fully notified of the 
proposed location of the new water mains 
and that it would interfere with the com- 
pany’s conduits. However, the city, through 
its commissioner of public works, issued the 
company a permit to lay the ducts in 1929 
and in this case the court held that “the 
city should be held to be estopped from 
claiming that the plaintiff did something 
which it should not have done.” 

Continuing, the court held: “That while 
a city has the right to construct and install 
in its streets such water mains as it may 
deem necessary for supplying water to its 
residents and for fire protection, this does 
not mean that a city may compel a public 
utility, lawfully occupying a street pursuant 
to authority granted by the city, to relocate 
its property without just compensation, in 
the absence of a contract or agreement so 
requiring.” 


Old Rates Ordered Restored 


Southwestern Bell Telephone Co. Ordered By Federal Court to 
Reinstate Rates in Effect at San Antonio, Texas, Prior to 1928 and 
Make Refund —Order Overrules Previous Decision by Master 


On February 20, the Southwestern Bell 
Telephone Co. was ordered by the federal 
district court to reinstate the old rates in 
effect at San Antonio, Texas, prior to 1928 
and to refund approximately $2,000,000 to 
subscribers. The company has been col- 
lecting the higher rates under bond since 
1928 when the increased rates were granted 
by Judge DuVal West. 

The ruling was made by Federal Judge 
Edwin R. Holmes, of Yazoo City, Miss., 
who heard the case for Judge West. A rul- 
ing, previously made by the master in 
chancery, Judge Joseph Dibrell, appointed 
by Judge West, was favorable to the tele- 
phone company. However this ruling was 
set aside and the injunction, which pre- 
vented the city from enforcing its rate reg- 
ulatory ordinance, was dissolved by Judge 
Holmes’ decision. 

Judge Holmes attacked the findings in 
the case which was studied by Judge Dibrell 
and who upheld the new rates of the com- 
pany increasing residence telephones from 
$3.00 to $4.00 and business telephones from 
$7.50 to $9.00. 

The city’s latest move in the case, which 
asked for a reversal of the master’s find- 
ings because the case was prematurely filed 
by the company without exhausting all re- 
lief that could have been granted by the 
city commission, was held invalid. There 
is nothing in the case upon which this pre- 
sumption can be legally based, Judge 
Holmes held. 

Judge Holmes, in his decision, held that 


“in view of the deficiencies of the evidence 
in some respects and the conflict in others, 
it seems unnecessary to prolong this opinion 
further than to announce the conclusions 
which have been reached. The court is of 
the opinion that the material allegations of 
the bill have not been proved, and that the 
exceptions to the master’s report should be 
sustained, the report set aside, the inter- 
locutory injunction dissolved and the bill 
dismissed.” 

A federal equity rule requires that the 
report of the master shall be treated as 
presumptively correct, but shall be subject 
to review by the court, Judge Holmes said. 
However, “a pertinent decision coming 
down after the master had filed his original 
report, and with the public interest being 
involved,” the decision stated, “seemed to 
emphasize the duty of a painstaking ex- 
amination by the court of the entire record 
and briefs.” 

The decision referred to was the case oi 
Smith vs. the Illinois Bell Telephone Co. 
in which’ the interstate and intrastate ques- 
tion of figuring toll charges and revenues 
was brought up. 

Judge Holmes held substantially that in 
such cases the constitutional invalidity oi! 
rate-making should be manifest, first, and 
that when the invalidity rests upon disputed 
questions of fact, the invalidating questions 
must be proved to the satisfaction of the 
court. 

“The issue for determination is not 
whether the company is earning an adequa‘ 
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net revenue on its entire prcperties, but 
whether the rates fixed for local exchange 
service in San Antonio are sufficient to per- 
mit the telephone company to earn, if it 
can, a fair return on its property devoted 
to public use within the jurisdiction of the 
city,” the decision held. 

The court cited cases in which it has been 
held that the “judiciary should not be per- 
mitted to interfere with rates established by 
legislative authority unless it is made to 





appear clearly and beyond a reasonable | 


doubt that they are unreasonable.” 
The master found that the burden of this 


proof had been met by the telephone com- | 


pany, Judge Holmes recalled. 

The result of the master’s rulings on toll 
business was to greatly enhance valuations 
i exchange property and to minimize that 
of toll, “although toll service is available to 
local subscribers and 8 per cent of them 
actually use it,” the opinion further stated. 

A gas rate case in Minnesota and the 
Illinois case both held that segregation of 
property, revenue and expenses is essential 


“to the appropriate recognition of the com- | 


ponent governmental authority in each field 
of recognition.” 

The decision attacked the board-to-board 
theory of toll rates and held that the books 
of the local company were “so kept as to 
amalgamate the joint uses and expenses.” 

The testimony of witnesses as to values 
were directed to joint instead of separate 
use, the court said. 

“In some instances the results were ar- 
rived at (in determining alternative find- 
ings) only by an inference upon an infer- 
ence,” the decision said. ‘“‘This is particu- 
larly glaring in matters of prorating ex- 
penses between local and long distance calls, 
and in allocating to the San Antonio area 
a portion of general expenses incurred else- 
where in the system. 

The prorations are made on different 
bases or theories of apportionment without 
any apparent reason for distinction. Adver- 
tising expenses are divided between toll and 
exchange on a basis of revenue only, which 
Was expressly condemned in the Minnesota 
case as to legislative action in rate-making.” 

In the telephone business there is an “ir- 
repressible rate conflict between toll and 
exchange patrons,” it was stated, “and for 
rate making, the entire value of the San 
Antonio plant may be divided into munic- 
ipal, state and interstate telephone service. 

“It was the duty of the master to ascer- 
tain the value of local exchange, not by 
attributing the entire reproduction cost and 
every other element of value to the ex- 
change, and then deducting such values as 
the plaintiff, under its power of manage- 
ment, arbitrarily denominated toll, but by 
arriving at an independent estimate out of 
the value of the property used and useful 
a a local exchange as to bring to bear on 
all the evidence a reasonable judgment, 
having its basis in a proper consideration 
of all relevant facts.” 

“If local exchange expenses alone had 
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been considered, the charge of confiscation 
(made by the telephone company as a basis 
for new rates) would fail,” the opinion 
stated. 

In commenting on charges and deprecia- 
tion deductions, as shown for the Western 
Electric Co., Judge Holmes stated: 

“It has been the practice of the Western 
Electric Co. annually to charge, as expense 
to costs of its goods manufactured, the cur- 
rent depreciation of its plant. It does not 
appear, and we have no way of knowing, 
whether these charges were excessive. 

At this time there still is a balance of 
$74,000,000 by way of a surplus in the book 
reserve above the amount actually used for 
replacements. The charges may be entirely 
proper, but there is no evidence upon which 
the master could so find. 

In addition to the regular depreciation in 
the years 1924 to 1927, $8,900,000 were 
charged to expense to cover anticipated de- 
clines to 1940. This may be compared to 
an item of $8,233,412 which was the Bell 
portion of an extraordinary reserve for de- 
preciation. 

There were also many other millions de- 
ducted from the inventory, which may or 
may not be correct. If they are improperly 
deducted, the effect will be to show an 
under-statement of profits to the extent of 
about $19,000,000.” 

The court held that in some instances, 
overloading costs of reconstruction had 
been found, and said that the evidence was 
not ample enough, in regard to Western 
Electric Co. financial dealings with the 
company, in many respects, to clarify the 
question of profit. 

C. K. Quinn, counsel for the city of San 
Antonio, stated that it was strictly within 
the discretion of the court whether the in- 
junction was to remain effective during an 
appeal of the case. In case the telephone 
company decides upon an appeal to the 
Fifth Circuit Court of Appeals, Judge 
Holmes may either hold the matter in 
status quo by providing that the injunction 
shall remain in force during appeal or may 
order a return to the old rates, it was said. 


New Rate Schedule Ordered for 
Caledonia, Minn., Exchange. 

On February 20, the Minnesota Rail- 
road & Warehouse Commission issued an 
order dismissing the application of F. A. 
Groetzinger, mayor of the village of Cale- 
donia, Minn., and all farm lines connect- 
ing with the Caledonia exchange, request- 
ing a reduction in rates charged by the 
Tri-State Telephone & Telegraph Co., upon 
condition that the company place into effect 
March 1 certain specified rates. 

The schedule of rates filed with the com- 
mission is as follows: 

Farm switching service, reduced from 
$4.80 per year to $3.60 per year, effective 
January 1, 1933, with the privilege of 
paying the rate monthly or quarterly, at 
the option of the connecting lines. 
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One-party main line exchange service 
reduced from $3.75 to $3.50 per month; 
two-party line business rates reduced from 
$3.25 to $3.00 per month; individual resi- 
dence rate reduced from $2.00 to $1.75 per 
month; two-party line residence rate re- 
duced from $1.75 to $1.50 per month. 

The order stated that the rates quoted 
are gross rates from which a discount of 
25 cents per month will be allowed if pay- 
ment is made on or before the 15th day of 
the month in which service is rendered. 


Asks to Discontinue Toll Con- 
nections to Small Company. 

J. E. Grint, president of the Crownover 
Telephone Co., of Sargent, Neb., has 
asked the Nebraska State Railway Com- 
mission for authority to discontinue, on 
notice, furnishing toll connections to the 
Comstock Telephone Co., of Comstock. 

He says that the company has not kept 
an agreement to make instalment payments 
on a long over-due toll account and is two 
months behind with its current bill. The 
commission gave the Comstock company 
ten days in which to answer. 


Pacific Company Co-defendant in 
Damage Suit in Seattle, Wash. 
The Pacific Telephone & Telegraph Co. 

is a co-defendant in a $25,000 damage suit 

filed in superior court in Seattle, Wash., 
against R. B. Condon, electrical goods 

dealer, for using purported variation of a 

trade-mark name in connection with his 

business. The action was filed by Elec- 
trolux, Inc., Ltd., of Seattle. 

The Pacific company was named a 
co-defendant because it advertised in its 
latest telephone directory the “Electro-Lux 
Vaccuum Cleaner Service Co.” The com- 
plaint demands that the company recall all 
of its directories; also that it intercept all 
telephone calls to the number appearing in 
the advertisement and turn them over to 
the plaintiff. 

The complaint set forth that the name, 
“Electro-Lux” is an infringement on the 
plaintiff's registered name, which appears 
without the hyphen; that the plaintiff has 
business in competition with Mr. Condon 
and that he never has been authorized to 
represent himself as being connected in any 
way with the plaintiff. 


Unincorporated Telephone Com- 
panies Subject to License Fee. 
Unincorporated telephone companies in 

Wisconsin are subject to the state license 
fee imposed on telephone systems by the 
state statutes, according to an opinion of 
the attorney general’s department given on 
February 21. 

. The same opinion says all billings within 
the year for which the license fee is col- 
lected should be included in the collection 
of the license, although the actual cash 
upon some of them has not been received. 
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Summary of Commission Rulings 
and Schedule of Hearings. 


7 CALIFORNIA. 

February 13: Supplemental order entered 
relating to depreciation fund of the Ante- 
lope Valley Telephone Co. 

February 14: Application filed by the 
Southern California Telephone Co. for a 
certificate to exercise certain rights granted 
it on September 12, 1932, under a franchise 
of the city of Santa Ana, Orange county. 

GEORGIA. : 

February 14: Hearing on complaint of 
D. _M. Pollock and others, of Monroe, 
against the rates of the Georgia Continental 
Telephone Co. 

KANSAS. 

March 7: Hearing in Lindsborg, \Me- 
Pherson county, on complaint of certain 
subscribers in the city of Lindsborg against 
the United Telephone Co. 

LovuISsIANA, 

February 16: Order issued directing the 
Southern Bell Telephone & Telegraph Co. 
to prepare for presentation to the commis- 
sion by May 1, complete data on its opera- 
tions in Louisiana during 1931, 1932, and 
January, 1933. 

MINNESOTA. 

February 20: Order issued approving 
certain specified rates and dismissing appli- 
cation of F. A. Groetzinger, mayor of the 
village of Caledonia, and all farm lines 
connecting with the Caledonia exchange, 
requesting a reduction in rates charged by 
the Tri-State Telephone & Telegraph Co. 

Missouri. 

February 20: Complaint filed by F. F. 
Dohring, et al., of Bevier, and Clyde John- 
son, et al., of Atlanta, against the Western 
Telephone Corp., alleging the rates are un- 
reasonable. 

February 20: Approval granted joint ap- 
plication of the Telephone Service Corp. to 
sell and the Doniphan Telephone Co. to 
purchase physical property of the Tele- 
phone Service Corp., comprising the ex- 
changes at Doniphan, Neelyville and Nay- 
lor; also for authority for the Doniphan 
company to issue 500 shares of common 
stock and for a certificate of public con- 
venience and necessity to operate the prop- 
erty as a telephone utility. 

NEBRASKA. 

February 14: In the matter of the appli- 
cation of District No. 3 of the Glenwood 
Telephone Co. for authority to reduce rates 
at its Bladen exchange; ordered that the 
following schedules go into effect at once: 
Where subscribers owns own telephones 
and leads, gross, $1.17, net, 75 cents; where 
subscriber uses company instruments and 
leads, gross, $1.42, net 95 cents. 

February 14: In the matter of the ap- 
plication of the Glenwood Telephone Co. 
for authority to reduce rates at its Guide 
Rock exchange; ordered that effective im- 
mediately the company be authorized to 
publish and collect a rate of $10 per year 
for business telephones and $8 a year for 
residence service, to be collected quarterly. 

February 14: In the matter of the ap- 
plication of the Miller Independent Tele- 
phone Co. for authority to reduce rates; 
ordered that the following rates be au- 
thorized: Business, $1.00 a month; res! 
dence, single line, $1.00; party residence, /9 
cents. 

February 18: In the matter of the ap- 
plication of the Firth Telephone Co. for 
authority to decrease rates; ordered that 
the following rates be authorized for the 
Firth exchange: All classes of service. re- 
duced from $15 to $10 for 1933 only, all 
rentals to be paid quarterly and during the 
first month of each quarter. 

(Please turn to page 36.) 
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With the Manufacturers and Jobbers 





Earth Drill Mounted in Tractor 
Use in Pole Setting. 


Among the varied 
McCormick-Deering industrial tractor is its 
use in pole-setting work. The Buda Co., 
Harvey, Ill., has speeded up pole-setting 
work with the Buda-Hubron earth drill. 

This unit is mounted on the front end 
of the McCormick-Deering industrial trac- 
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uses of the 

















Drill 
Industrial 


Buda-Hubron Earth 
McCormick-Deering 


Mounted on 
Tractor. 


tor. This new earth drill, it is stated, will 
drill a six-foot hole in from three to five 
minutes. Various drills ranging from 12 
inches in diameter to 28 inches can be used. 
The Buda drill has the advantage that it 
can be used at an angle up to 12 degrees 
from the vertical. 


Information Regarding Pole Pre- 
servative Specifications. 

of Brush and Spray 

Specifications” is the 

title of an interesting booklet issued by the 

C-A-Wood Preserver Co., St. Louis, Mo. 

The booklet. discusses the use of Carbo- 


“The Evolution 
Wood Preservers’ 


lineum as a preservative for poles and the 
various specifications of the American 
Telephone & Telegraph Co. and the Amer- 
ican Wood Preservers’ Association relat- 
ing to it. 

The C-A-Wood Preserver Co. has been 
in the carbolineum business for 46 years. 
Prior to the World War, no carbolineum 
had been made commercially in the United 
States. Importation of 
lineum ceased in August, 1914, and on April 
1, 1915, the C-A-Wood Preserver Co. be- 
gan pioneering the marketing of an Amer- 
ican made carbolineum. 

The booklet states that the C-A (Carbo- 
lineum America) wood preserver contains 


German _ carbo- 


32 to 37 per cent more high boiling coal 
tar oils than the present specifications of 
the American Wood Preservers’ Associa- 
tion demand and 9 to 10 per cent 
than required by the A. T. & T. Co. speci- 
fications. 

Copies of the booklet may be obtained 
from the C-A-Wood Preserver Co., 6625 
Delmar Blvd., St. Louis, Mo. 


more 


Prices in the Metal Markets. 
New York, N. Y., February 27: 


—Dull; electrolytic spot, 5c; 


Copper 
futures, 5c. 
Tin—Barely steady; spot and _ nearby, 
$23.20; futures, $23.30. Iron—Quiet, No. 
2, f.o.b. eastern Pennsylvania, $12.50; Buf- 
falo, $14.00; Alabama, $10.00@11.00. 
Lead—Dull; spot New York, 3.00c; East 
St. Louis, 2.87c. 
Obituary. 

W. H. Boon, Jr., vice-president of the 
Stone & Webster Engineering Corp., and 
a national authority on public utility valu- 
ation, economics and electrical fire protec- 
tion, died suddenly at Boston, Mass., on 
February 13 of a heart attack. Mr. Blood 
was 67 years of age and had had a long 
and distinguished career. 

He was at the head of the appraisal divi- 
sion of Stone & Webster at the time of his 
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Electricians and linemen everywhere 
know Klein Pliers—the standard of 
quality “since 1857.” The Klein line 
includes side cutting, oblique cutting, 
end cutting, diagonal, long nose, duck 
bill, and a wide variety of other pat- 
terns to fit every electrician's need. 
For the finest work be sure the pliers in 
your hands are the finest, too—Kleins. 


death; a pioneer in the grounding of trans- 
former secondaries, and had traveled 
throughout the country for many years on 
behalf of the firm. His major appraisal in 
the communication that of the 
New York Telephone Co. He had appeared 


as an expert witness before nearly half the 


field was 


commissions of the country. 

Jane M. Keirtu, wife of Leigh S. Keith, 
consulting engineer of Chicago and man- 
aging engineer of McMeen & Miller for 
several years before it was dissolved, died 
suddenly on February 26 at her home, 5459 
Cornell Ave., Chicago. 
North Easton, Mass. 


Interment was in 


South Dakota Association to Hold 


One-Day Convention, April 5. 
Thos. Phalen, of 


the South Dakota Telephone Association, 


Secretary-Treasurer 


Aberdeen, has announced that the board 
of directors of the association met recently 
and decided to hold a one-day convention 
at the Hotel Widman, Mitchell, on Wednes- 
day, April 5. 


Telephone Directory of City Hall 


and Court House. 
In St. Paul, Minn., printing of 5,000 
copies of a telephone directory of the new 
city hall and court house was authorized 
recently by the city council. 

The copies are to be distributed among 
the business houses having frequent busi- 
ness with the city and county to enable 
them to call the department or 
directly. 


person 


Oklahoma Engineers Hear Address 
by President of A. I. E. E. 

The Oklahoma City, Okla., section of the 
American Institute of Electrical Engineers 
met in Oklahoma City on February 20 to 
hear an address by H. P. Charlesworth, 
president of the American Institute and 
vice-president of the Bell Telephone Labo- 
ratories, Inc., of New York. 
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Mr. Charlesworth demonstrated results of 
recent electrical research, particularly in the 
field of sound reproduction. A new sound 
record, not yet available commercially ex- 
cept for electrical transcription used in 
radio broadcasting, revealed marked prog- 
ress in the reproduction of tone effects. 

About 150 members of the Institute from 
all parts of Oklahoma and many electrical 
engineering students 


from Norman = and 


Stillwater heard the speaker. 
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Ohio Independent Telephone Con- 
vention to Be Held in April. 
The Ohio Independent Telephone Asso- 
ciation will hold its annual convention on 
April 18 and 19 at the Deshler-Wallick 
Hotel in Columbus. Details of the pro- 
gram to be presented at the convention 
will be announced at a later date, accord- 
ing to Frank L. McKinney, of Columbus, 
secretary-treasurer of the association. 


A Quick Change of Equipment 


Building and Magneto Exchange Equipment of Southern Indiana 
Telephone & Telegraph Co. in Salem Destroyed by Fire—Com- 
pany in Replacing Equipment, Installed Common Battery System 


By D. B. Corman, 
District Manager, Kellogg Switchboard & Supply Co. 


On the night of March 16, 1932, fire 
caused considerable damage and destroyed 
several buildings in the town of Salem, 
Ind. Among the buildings destroyed with 
their contents was that in which the Salem 
exchange of the Southern Indiana Tele- 
phone & Telegraph Co. was located. 

W. C. Corman, local plant manager and 
several troublemen and operators reached 
the fire soon after it was discovered. They 
immediately organized and endeavored to 
save the telephone equipment, which was 
located in second-floor quarters. Finding 
that the flames were making rapid head- 

















E. S. Welch, General Manager of the 
Southern Indiana Telephone & Telegraph 
Co., Was on the Job Immediately When 
Fire Broke Out at Salem, Ind., and Entered 
Actively in the Planning of the Reconstruc— 
tion Work of the Telephone Exchange. 
way, the telephone employes tried to pro- 
tect the equipment from water and flames. 
The intense heat, however, soon forced 
them to leave; and not long after, the 
entire exchange with all the equipment was 
completely destroyed, 


When the fire was finally subdued, Mr. 
Corman and the local troublemen connected 
the toll lines to magneto telephones and 
got into communication with E. S. Welch, 
general manager of the company, at Sey- 
mour. Mr. Welch quickly organized a crew 
in Seymour and rushed to Salem to begin 
reconstruction work. 

Meanwhile the company directors were 
considering the type of equipment to re- 
place the Kellogg magneto switchboard that 
had been destroyed. They were of the 
opinion that the magneto equipment was 
outgrown, that Salem subscribers wanted 
more modern service. They also reasoned 
that old subscribers would be better satis- 
fied and new subscribers could be secured 
more easily and profitably if the company’s 
service were improved. So a Kellogg 
three-position universal switchboard was de- 
cided upon. Mr. Welch then telephoned 
engineers of the Kellogg company and gave 
them sufficient information from which to 
prepare specifications of the new equipment. 

it is the Kellogg company’s practice to 
always have on hand a complete line of 
central office equipment, ranging from a 
10-line magneto switchboard to one large 
enough to serve towns of 5,000 or more 
population. These boards are always ready 
for prompt shipment so that in the event 
of the destruction of an exchange, new 
equipment to fit the requirements can be 
shipped at once and service thus restored 
in a short time. A complete three-position 
switchboard was, therefore, available for 
prompt shipment to Salem. 

After the temporary service had been 
provided, Mr. Welch remained in Salem, 
and in conjunction with Manager Corman 
arranged for a new location for the future 
exchange. Cable was then laid and ar- 
ranged for immediate connection to the new 
switchboard as soon as it arrived. The Kel- 
logg company sent a corps of installers to 
Salem to aid with the installation and com- 
plete it as rapidly as possible. Under Tru- 
man Flint, equipment man, and John Kline, 
general plant superintendent of the South- 
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ern Indiana company, the men had the job 
of installation finished in quick time. 

The new switchboard is equipped with 
600 universal lines, 100 rural lines, 20 toll 
lines, five toll cords and 44 universal cord 
circuits. The board is wired for fire- 
frequency machine ringing, and is also 

















W. C. Corman, Manager of the Salem Ex- 

change of the Southern Indiana Telephone 

& Telegraph Co., Played a Major Part in 

Reconstructing the Exchange After the 
Disastrous Fire. 


equipped with manual 
ringing. 

Multiple showing, a feature of Kellogg 
universal boards, is said to assure sub- 
scribers prompt answering at all times and 
a fast completion of calls. It also enables 
one operator to control the entire board 
and eliminates transfer trunks between posi- 
tions. By placing all lines within reach of 
each operator, it is a simple matter to ad- 
just the number of operators at work to 
the traffic load. 

Double-lamp supervision is stated to as- 
sure a positive disconnect and a prompt 
recall. It also eliminates the work of re- 
storing drops by hand. With the universal 
service it is easy to cut magneto lines over 


single-frequency 


to common battery service at any time 
subscribers wish to change, as only a slight 
change of wiring is necessary in the office. 

After the cut-over to the new equipment, 
the company gave a reception to the public, 
following the announcement of complete 
restoration of service. The reception was 
said to be a great success, with many visit- 
ors from other towns present to inspect 
the new plant. 

Approximately 800 subscribers are listed 
as having the new exchange service. This 
is quite a good saturation when one realizes 
that Salem itself has a population of only 
2,386, and is indicative of the subscribers’ 
appreciation of the good service that they 
receive through the constant efforts of the 
Southern Indiana company. 








I 


but 1 
chan 
TI 
road 
rend 
shou 
fice 
effici 
"7 
suce 
“Ev 
of « 
wit 
T 
four 
lost 
resu 
and 
owr 
up 
goes 
“ 
“the 
we 
in t 
We 
wal 
lem 
ists 
leat 
log 


tee 
It 


wl 


tic 
di 
th 





lowa Talks Over General Conditions 


but most of them are not true and we must 
change our minds when we get the facts. 

The telephone, electric light and rail- 
roads are basic industries we must have, 
rendering a good service. The telephone 
should be extended to every home and of- 
fice in the country for its convenience and 
efficiency. 

“Therefore, you are interested in the 
success of others,’ declared Mr. Quamme. 
“Everything that improves the condition 
of our country, improves your condition 
without effort on your part.” 

The speaker pointed out that in the past 
four years, the people in this country have 
lost two billion dollars by deflation. The 
result is that after 150 years of hard work 
and saving, we owe about as much as we 
own. The cost of government has gone 
up as 40 cents out of every dollar earned 
goes to the government. 

“Unless something is done,” he stated, 
“the standard of living must go down and 
we will have wholesale repudiation of debts 
in this country, and that will be disastrous. 
We do not want repudiation and we do not 
want a revolution. 


We can solve our prob- 
lems and should not be alarmed by alarm- 
ists but give attention to our thinking; and 
learn to think in terms of facts, clearly and 
logically. 

“This country is subject to propaganda 
such as is no other country in the world, 
and foreign countries are flooding us with 
propaganda of various kinds.” 

Mr. Quamme then outlined the various 
schools of thought in this country relative 
to the solving of our problems, following 
which he presented the plan for the relief 
of the farm situation as given at the con- 
vention of the Minnesota Telephone As- 
sociation in St. Paul and published in 
TELEPHONY of February 4 on page 13. 

The report of the nominating commit- 
tee was read by J. M. Mitchell, of Toledo. 
It presented the names of five directors, 
whose terms had expired, for re-election. 
There being no other nominations, a mo- 
tion was passed accepting the report and 
directing the secretary to cast a ballot for 
their election. Their names have previous- 
ly been given. 

Additional Sources of Revenue, 

At the opening of the final session on 
Friday afternoon, President Melick pre- 
sented Lester D. Meyers, of Logan, su- 
perintendent, Boyer Valley Telephone Co., 
to discuss the subject, “Additional Sources 
of Revenue.” Mr. Meyers stated that 
when he was invited to speak at the meet- 
ing, all was quiet in his vicinity but very 
soon the so-called “rural unrest” broke 
out vigorously. Since that time he had been 
quite busy and was, therefore, unable to 
prepare as much details, relative to addi- 
tional sources of revenue, as he had in- 
tended. 


(Continued from Page 14.) 

He discussed only a few of the possi- 
bilities of additional revenue; those with 
which his company has had some experi- 
ence. Mr. Meyers then referred to these 
as follows: 

“Extension telephone service, if it is 
pushed intelligently, should be a good rev- 
enue producer. One of the best revenue 
producers our company has had is the 
hand set telephone. We receive a differ- 
ential of 50 cents a month and, strange as 
it may seem, we have had practically no 
losses in this class of service. 

For several years we have been operat- 
ing the Woodbine fire siren by a start-stop 
button located in our office. The five horse- 
power motor, which drives the siren, is 
located at some distance on top of a build- 
ing. At noon each day the operator tests 
the siren, giving one blast of about 30 
seconds. For fires, two or more blasts are 
given. We receive for this service $2.50 
per month. 

In this particular installation, the 110- 
volt wires are brought into the office to 
the push button switch, but the same re- 
sults could be accomplished over cable 
pairs by means of suitable relays. 

Rentals for cable pairs and the neces- 
sary apparatus for the control of city 


water systems may furnish considerable 


revenue. At Logan, the electrically-driven 
pumps are started manually but are 
stopped automatically when the reservoir 
is filled. 

In order to eliminate the necessity of 
an attendant at the water plant, we worked 
out a rather elaborate system of relays 
and buzzers whereby our operator is in- 
formed when the town marshal starts the 
pumps. Another buzzer operates when the 
reservoir has filled. If, for any reason, 
the pumps should stop before the reservoir 
has filled, an emergency buzzer notifies 
the operator of the failure, in which case 
she gets in touch with the marshal or night 
watchman by means of a signal light. 

We have these signal or police lights in 
each of our three towns. The lights are 
located in some conspicuous place, easily 
seen from all directions. If the light is 
located some distance from the telephone 
office, a cable pair and relay capable of 
handling the necessary current at 110 volts, 
may be leased to the town. 

Aside from the cash revenue, these sig- 
nal lights add to the value of telephone 
service as any subscriber can get in touch 
quickly with the marshal or night watch- 
man. 

Two years ago we ‘went to sleep’ on 
the job and awoke to discover that a young 
man, with a gift of gab but with little 
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technical knowledge, had sold our largest 
general store a burglar alarm system to 
the tune of $200. Had we been awake to 
our opportunities, we could have sold the 
store a better system for less money and 
yet realized a good profit. 

A news item that this particular store 
had been burglarized, apprised the young 
man that here was a prospect. He made 
the best of it while we, living in the same 
town, let the opportunity go by. 

If you have one of the large chime 
clocks located on the streets of your city, 
you may be able to furnish current for its 
operation at a good profit. Most of these 
clocks, as originally installed, require 24 
volts of direct current. The drain is too 
high for economical operation by means of 
dry batteries; and storage batteries, with 
trickle chargers attached, are messy things 
when not properly cared for. 

We furnish current for a clock of this 
type from our office battery over a twisted 
pair of No. 14 copper wire. The master 
clock which is located in the office of the 
owner, controls the street clock and also 
sounds a soft-toned gong in the telephone 
office each hour. This permits a check to 
be made with a synchronous clock located 
on the switchboard. The arrangement 
gives the man on the street very reliable 
time, and we receive $3.50 per month for 
the service. 

A great many telephone men do _ not 
look with favor upon advertising line calls, 


Cofting Hoists 


“THE UNIVERSAL 
TOOLS" 


are being used by Tele- 
phone and Power and Light 
Companies in construction 
and maintenance’ work, 
changing’ insulators on 
tower lines, for pulling 
guys, messengers, under- 
ground cables, laying water 
and gas mains, or wherever 
a lift or pull is needed. 
Can be used in an _ 
tion. Sizes from %4 to 
ton, wt. from 14 to 65 ibs. 
Model A ¥%, ton. Model 
F. I, ton. 























Temporary Guy Clamp. For necking guy 
wires under heavy tension. 3-bolt clamp 
can be put in proper location without using 
hammer. 

Other Coffing Products are: 

Temporary Crossarms and 

Clamps for changing cross- 

arms on corners or on pole 

lines; Flags, Flagholders and 

Electric Light danger signals 

for transporting poles. 


COFFING HOIST CO. 
313 . — “'% St. 
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but back in the ‘golden days’ this service 
brought us a very nice revenue. When 
produce prices started downward, this 
business dropped off, for stores and prod- 
uce houses stand a good chance to lose on 
produce bought on a falling market. 

During the two cold spells this winter, 
when egg prices showed some improve- 
ment, several line calls were put out, which 
leads us to believe that this side of the 
business will be the first to show an up- 
turn. 

It may interest you to know that in con- 
nection with these line calls we use an 
amplifier, which enables us to give a line 
call on six lines at one time. The appa- 
ratus is not costly and is very simple. 

Public Address Systems. 

“While on the subject of amplifiers I 
would like to mention public address sys- 
tems. Six years ago there was good money 
in them. Had the telephone industry, as a 
whole, interested itself at that time it 
might have been possible to have held the 
business. We neglected our opportunities. 
Today, the radio men and carnival owners 
have the field. Some of their work is good, 
and some is disgusting. 

To any of you, who are thinking of en- 
tering the field, let me say from experience 
that no apparatus is better than its oper- 
ator. A thorough knowledge of acoustics 
is as essential as a technical understanding 
of the apparatus. Any whistles, howls or 
hums cannot be tolerated. Furthermore, if 
the service is to be at all successful, the 
quality and the volume of the sound must 
be such that a large percentage of the 
audience will become unaware of sound 
amplification. 

At the most successful installation we 
ever made, the secretary of the fair un- 
consciously paid us a high tribute. He 
rushed from the grand stand to the con- 
trol operator and told him that our appara- 
tus was not working. Only by turning off 
the current momentarily could the secretary 
be convinced that the audience was hearing 
the sounds from the projectors and nct 
from the platform. 

The point I am trying to make is that 
unless considerable care is used on an in- 
stallation, the results are likely to be nega- 
tive rather than positive. If you are going 
into it, try not to disgrace the telephone 
industry. 

Another application of sound amplifica- 
tion is the amplifying telephone for the 
partially deaf. The manager of a cream- 
ery in one of our towns is quite deaf. He 
found it very difficult to conduct business 
by telephone, especially by long distance 
which he uses a great deal. Through some 
friend in the city he learned that a certain 
manufacturer of telephone equipment could 
furnish an instrument that might be of use 
to him. 

We found the apparatus he mentioned 
was not suitable to his needs, so we decided 
to build a special amplifier for him. The 
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finished product cost us the price of a wall 
telephone and he pays us $18.00 a year in 
addition to his regular rental. Maintenance 
amounts to about $3.00 per year. It is need- 
less to say that this business man is a good 
booster for the telephone company. 

Last fall we closed a contract with the 
Postal Telegraph-Cable Co. whereby we 
furnish telegraph service to our three ex- 
changes and to several communities ad- 
jacent to ours. I will admit that we took 
on this service with some misgivings but it 
has proved very successful. We do not 
find that it is competitive with the telephone 
business; it is rather auxiliary. Each has 
its separate and distinct field, yet each helps 
the other. 

I have spoken only of those additional 
sources of revenue that we have tried out. 
I sometimes wonder if we telephone men 
realize that, acting in conjunction with the 
engineering staffs of our Independent 
manufacturers, we are in an enviable posi- 
tion to solve any electrical problems that 
our communities may have. I do not mean 
that we should compete with every Tom, 
Dick and Harry who may be in the elec- 
trical business. But if Tom, Dick and 
Harry can not or will not solve the prob- 
lems that arise, then it is certainly to our 
advantage to do so. 

A little incident occurred this winter 
which brought us a lot of good will: Dur- 
ing the last cold spell the doctor, who cper- 
ates a small hospital in our town, called 
one of our men about two o'clock in the 
morning to ask if he would please come 
down and see if he could start the oil 
burner that heats the hospital. There had 
been no fire for two hours and the tem- 
perature was falling fast. 

With four patients in the hospital, two 
having had operations the previous day, you 
can imagine that the doctor was worried. 
The correct action of this particular oil 
burner depends on the sequence of action 
of several relays of Mercoid controls. To 
the average plumber or mechanic, the 
mechanism was complex; to a telephone 
man it was simple. The trouble was easily 
diagnosed and soon fixed. I think you will 
agree that the doctor will be one of our 
best boosters for some time to come.” 

Following Mr. Meyers’ talk, the report 
of the resolutions committee was presented 
by J. M. Plaister, of Fort Dodge. 

The resolutions extended thanks to the 
various speakers, the hotel, the Des: Moines 
Chamber of Commerce and the officers of 
the association for their parts in making 
the convention a success. Sorrow was ex- 
pressed in the death of M. F. Melick, father 
of President H. B. Melick. 

The services of Miss Anne Barnes, of 
Des Moines, as traveling chief operator and 
the splendid operators’ conference, were ac- 
corded appreciation in another resolution as 
well as the assistance of the engineering 
extension department of Iowa State Col- 
lege, Ames. 
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March 4, 1933. 


The various resolutions were unanimous- 
ly adopted. 

The concluding number on the program 
was the open forum conducted under the 
leadership of J. M. Plaister, of Fort Dodge. 
The first speaker was E. G. Quamme, of 
St. Paul, of whom a number of questions 
were asked relative to farm relief. Mr. 
Quamme answered these questions and also 
supplemented details of points made in his 
address at the morning session. 

A number of questions were then asked 
Mr. Meyers relative to line calls. It was 
pointed out that some newspapers object 
to the advertising feature of these calls but 
that merchants declare they get their 
money’s worth more than from newspaper 
advertising. The line calls feature special 
sales for Saturdays as the calls are put 
out on Friday nights. It was pointed out 
that these line calls are not toll calls and, 
therefore, do not come under the message 
tax. 

The matter of telephone directories was 
brought up and it was stated that it was 
better to have them printed in the home 
town if possible. 

President F. B. MacKinnon, of the Na- 
tional Association, was called upon by the 
chairman to discuss the manufacturers’ 
situation. He declared that it is highly 
important for the operating companies to 
support the manufacturers as well as they 
support other departments of their organi- 
zations. 

The manufacturers have curtailed their 
forces and adopted every possible economy, 
for the amount of their sales is very small. 
The manufacturers need all that the com- 
panies can give them and must have a cer- 
tain amount to keep going. Mr. Mac- 
Kinnon expressed the hope that the oper- 
ating companies will give all orders pos- 
sible to the manufacturers so as to main- 
tain their source of supply. 

H. T. McCaig, assistant Chicago branch 
manager, Stromberg-Carlson Telephone 
Mig. Co., said that he spoke for only one 
manufacturer but his statement should be 
true for the others as they are all in the 
same boat. 

Every manufacturer, he said, who has 
built standard apparatus for the industry, 
has observed a good degree of caution. 
There have been no plungers in the manu- 
facturing field. He asked if any operating 
company had lost 50 per cent of its busi- 
ness; yet his company is operating at only 
20 per cent of its manufacturing capacity 
and is eating into its surplus to keep going. 

“The most regrettable thing,” he said, “is 
that it is not able to pay dividends as many 
of its stockholders are employes-members 
of the Stromberg-Carlson family. They 
are not now, however, on the Stromberg- 
Carlson payroll and the company wants to 
Set them back. 

“The most asked is that if the tele- 
phone company has administered its affairs 
in the years of plenty as we have a right to 
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believe, it will use its depreciation to keep 
its plant in good shape. There are desk- 
stand cords that are frayed. Telephone 
booths are not in good condition; and other 
equipment needs attention. Applying the 
same methods to the plant as to the payroll, 
the companies will get the most for a dollar 
expended.” 

Many companies are carrying high valua- 
tions and it is difficult to carry their in- 
terest obligations, but there are also many 
companies which do not have that load and 
they can help relieve the situation. 

Mr. McCaig made a plea for the tele- 
phone man to inspire confidence in his 
fellow townsmen by activity in civic or- 
ganizations and put over the idea of mak- 
ing his community a prosperous one and 
one good to live in. 

“Encourage others to spend some money 
in doing things that should be done,” he 
advocated. He pointed out that in one 
Iowa county seat town, there are $360,000 
in postal savings bank where three years 
ago there were only $30,000. Thus there is 
money that can be spent for improvements 
needed. 

In closing, Mr. McCaig stated that he is 
satisfied the telephone fraternity will re- 
spond when they understand the situation 
of the manufacturers. “We are going to 
carry on and know that we will be amply 
repaid, and I am sure that you will be, 
too,” he said. 

President-elect Lester D. Meyers en- 
dorsed the remarks of Mr. MacKinnon and 
Mr. McCaig and declared that: “We help 
ourselves by helping the manufacturers.” 

There being no other matters to come 
before the convention, the president-elect 
declared it adjourned. 


Program for Oklahoma Convention 
Has Interesting Features. 

The Oklahoma Utilities Association has 
arranged what appears to be an unusually 
interesting program for its 15th annual 
convention which is to be held March 7 and 
8 at the Hotel Biltmore in Oklahoma City. 
As a prologue to the regular convention 
sessions, the association will hold a first 
aid session on Monday evening, March 6, at 
8:00 p. m. 

An address on the subject, “Fire Preven- 
tion as Applicable to Public Utilities,” will 
be given by C. T. Ingalls, of Oklahoma 
City, manager, Oklahoma Inspection Bu- 
reau. Participating in the first aid contest 
will be teams from the Southwestern Bell 
Telephone Co., the Oklahoma Power & 
Water Co., the Oklahoma Natural Gas 
Corp., and the Oklahoma Gas & Electric 
Co. 

Among those scheduled on the program 
for the first general session on Tuesday 
morning, March 7, is Miss Anne Barnes, 
of Des Moines, Iowa, who will extend 
greetings from the United States Inde- 
pendent Telephone Association for which 
she is special traffic representative. Miss 
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PERCENTS 
AND 
PERDOLLARS 


Cents for Batteries. 
Dollars for replacements. 


Which deserves most careful 
observation? 


GENERAL STORM KING 
DURO POWR Telephone Bat- 
teries are outperforming all 
others in side-by-side tests. 


Don't bother about the exclu- 
sive construction details but 
look at the facts and 


DO THIS 
FOR PROOF 


Hook up a STORM 
KING DURO 
POWR with ANY 
other cell. Date 
both. When replace- 
ment is needed, 
test each cell. If 
STORM KING is 
not alive and ready 
for extra service, we 
will refund its cost. 











GENERAL DRY BATTERIES 


INCORPORATED 


CLEVELAND, O. 


General Dry Batteries of Canada, Ltd., 
Toronto, Canada 
Makers of all types of dependable 
Dry Batteries for Radio, Ignition, 
Flashlight and General Use. 











During recent years 
I have been privileged 
to appraise Telephone 
Exchanges all over the 
United States. The 
list totals 750. Would 
you like to avail your- 
self of my services? 


1038-9 Lemcke 
Building 
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W. H. CRUMB 


Telephone Engineer 


39 South Desplaines St., Chicago 











ACCOUNTING 


HERDRICH AND BOGGS 
Certified Public Accountants 
Specializing in Telephone Accounting 
and Rate Cases Since 1918 
901-7 Continental Bank Bldg. 
Indianapolis, Indiana 











CONSULTING 
Telephone Engineer 


GARRISON BABCOCK 


20 East Jackson Boulevard, Chicago 
Suite 800. Telephone Harrison 7490 











COFFEY SYSTEM 


Exclusive Telephone Accountants 
TIFIED 


Systems Instalied 
Audits and Special Services 
CENTRAL ACCOUNTING DEPARTMENT 
Consolidated Bidg., Indianapolis 




















CHAPMAN 


LIT LIGHTNING ARRESTERS 
MADE BY 
MINNESOTA ELECTRIC CO 


MINNEAPOLIS, MINN. 
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CONSULTING TELEPHONE ENGINEERS 


Rates Financing Accounting 
Appraisals and Reports 
Radio Program Service Specialists 


Construction Contractors 
TELEPHONE ENGINEERING AND 
MANAGEMENT COMPANY 
Lima, Ohio 


Managing 











BRACH ARGON NEON 
LIGHTNING ARRESTERS 


PERMANENT CLEAR LINES 
HIGH SPEED PROTECTION 
REDUCES MAINTENANCE 
L. S. BRACH MFG. CORP. 


Newark New Jersey 
Ask for Catalog 
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Barnes is also traveling chief operator of 
the Iowa Independent Telephone Associa- 
tion. 

The program for the second general ses- 
sion on Tuesday afternoon includes an ad- 
dress by M. J. Stooker, of Oklahoma City, 
general manager, Southwestern Bell Tele- 
phone Co., who will speak on the subject, 
“The Telephone Business in Relation to 
General Business Conditions.” 

The telephone division of the association, 
of which A. G. Davidson is chairman, will 
meet for a short session on Tuesday after- 
noon to arrange for announcements and ap- 
pointment of committees, as well as discuss- 
ing matters of general interest. 

The regular sessions of the telephone 
division will convene on Wednesday morn- 
ing, March 8, with Division Chairman A. 
G. Davidson and Secretary J. M. Keffer 
presiding. The program is as follows: 

Wepnespay, 9:00 A. M. 

Reports of committees and election of 
officers, followed by a report of the engi- 
neer, H. W. Hubenthal, of Oklahoma City. 

“Tt Is Still a Good Business,” by H. A. 
White, of Kansas City, manager, American 
Automatic Electric Sales Co. 

“Rainy Day Protection,” by Miss Anne 
Barnes, of Des Moines, Iowa, special traffic 
representative, United States Independent 
Telephone Association. 

Address by S. A. Lane, of Little Rock, 
Ark., president, Western Arkansas Tele- 
phone Co. 

“The Place of Sales Work in the Tele- 
phone Business,” by L. M. Bullis, Okla- 
homa City, division commercial superin- 
tendent, Southwestern Bell Telephone Co. 

WeEpNESDAY, 1:30 P. M. 

“A Popular Subject,’ by H. M. Stewart, 
of Ardmore, district manager, 
Switchboard & Supply Co. 

“Collections,” by W. O. Mills, of Skia- 
took, state superintendent, Standard Tele- 
phone & Telegraph Co. 

“A Toll Sales Interview,” by Walter 
Goggin and Al Sellers, of Oklahoma City, 
Southwestern Bell Telephone Co. 

Address by R. J. Benzel, of Oklahoma 
City, vice-president, Southwestern Bell 
Telephone Co. 

“Ain’t It the Truth,” by J. W. Walton, 
of Broken Arrow, president, Oklahoma 
Telephone Co. 

“Recent Experiences With Telephones in 
China and Japan,” by W. L. Crittenden, of 
Oklahoma City, chairman of speakers’ bu- 
reau, Oklahoma Utilities Association. 
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WHAT THE COURTS AND 
COMMISSIONS ARE DOING. 
(Concluded from page 30.) 


February 18: In the matter of the sup- 
plemental application of the Campbell 
Telephone Co. for authority to decrease 
rates; ordered that to the schedule recently 
approved there be added a rate of $1.20 a 
month for residence and farm line service 
out of the Campbell exchange. 

February 18: In the matter of the ap- 
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plication of the Hickman Telephone Co. 
for authority to reduce rates for the cur- 
rent year only; ordered that it be autho- 
rized to publish and collect $12 per year 
for business lines ; $10 for private lines and 
$9 for party lines. 

February 20: In the matter of the ap- 
plication of the Hickman Telephone Co, 
for authority to reduce business rates from 
$18.60 to $12 per year; private lines from 
$15.60 to $10 and party lines from $13.80 
to $9; found reasonable and granted. 

February 20: In the matter of the ap- 
plication of the Firth Telephone Co. for 
authority to reduce charges from $15 to 
$10 a year for all classes of service, granted. 

February 20: In the matter of the ap- 
plication of the Campbell Telephone Co. 
for authority to reduce all rates; found 
reasonable and granted as asked. 

February 23: Application filed by the 
Farmers’ Telephone Co. of North Bend for 
= to publish rates for non-subscriber 
calls. 

February 23: Complaint filed by B. L 
Clements and others against the Lincoln 
Telephone & Telegraph Co. praying for or- 
der directing defendant to publish sched- 
ule of reduced rates for both town and 
rural service at its Elmwood exchange. 

February 23: Formal complaint filed by 
William Sack and others against the Ne- 
braska Continental Telephone Co. praying 
for evaluation of telephone property at 
Ord, and for an order prescribing rates to 
conform with the value of property and 
economic conditions. 

February 23: Formal complaint filed by 
L. J. Pankonin and others against the 
Central Nebraska Telephone Co. praying 
for an order directing the company to 
cease discrimination and to make reductions 
in rates to meet economic conditions. 

February 23: Formal complaints filed by 
mutual short lines No. 13, 14 and 17, and 
by the Cedar Valley line No. 15 against the 
Citizens Telephone Co. of Elgin, asking 
for an order fixing rates for switching 
service for each complainant at $4 per year 
on ground that present $6 rate is exorbitant 
and out of line with rates charged by other 
companies in state. 

New York. 

March 1: Hearing in New York City 
before Assistant Counsel Krulewitch on 
proceeding, filed on commission’s own mo- 
tion, concerning rules and regulations of 
the New York Telephone Co. 

OKLAHOMA. 

March 9: Hearing of arguments on pe- 
tition for a rehearing on complaint of the 
residents of Skiatook against the Standard 
Telephone & Telegraph Co. } 

March 15: Hearing on complaint ot 
residents of Guyman against the Western 
Telephone Corp. asking a rate reduction. 

WISCONSIN. 

February 27: Conference at Madison on 
the Farmers Telephone Co. of Merrimac 
and Sumpter. 

March 2: Hearing at Eagle River on 
the application of the Commonwealth 
Telephone Co. to revise its excess mileage 
rate charges. 

March 7: Hearings on applications of 
the Ettrick Telephone Co. and the Lin- 
coln Farmers’ Telephone Co. to dissolve. 
Both companies have sold their properties 
to the Community Telephone Co. 

March 7: Hearing at Madison on the 
application of August J. Christianson to be 
allowed to purchase the Badger Mutual 
Telephone Co.’s property at Webster. 

March 20: Hearing at Madison on or- 
der of the commission, citing the Wiscorsin 
Telephone Co. to explain why it should 
not be prevented from making further im- 
provements and extensions. 
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